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Like InAwiance Edition 


“Im @ Successful Continental Abmerican 
Fild Representative for 3 Good Reacons:—" 


“I'm the Type of Man Who Can Meet and Sell the Preferred Class of Buyers—the 

¢ Ones Who Buy the Larger Amounts. I’ve proved that now. But the hardest thing I 
had to do was to get the job. They said then and I know it now that they are looking only for 
a limited number of men of a certain type—those who have the stuff to succeed in selective 


life insurance selling—for life.” 


2 “I Received a Thorough Training on a Definite Sales Program. The training was 
oe not hard—but it was thorough and sound and sensible. When I went out I was con- 


fident because I was prepared.” 


“I'm Paid Unusually Well and Have Been from the Start. Continental told me 
3 o when I was first interviewed that their compensation plan has always favored men 
who are successful. That’s why they are so careful in choosing them. I had never been in 
the life insurance business. Their compensation plan during my first two years appealed to 
me and it certainly has proved to be sound. It helped me get established. I’m making out 
because I have always had a feeling of security and I’ve seen older men with the Company do 
iust what I’m doing—make real money—and then retire well fixed.” 


“These are the reasons 7m hapepy — the reasons Tm going places with Continental American” 
7 CONTINENTAL AMERICAN 


LiFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 
MAX S. BELL, Vice-President 
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1 1% Income disability on all plans except term. 


2 Double indemnity pays up to $250 per month to insured for 
10 years for certain accidents in addition to usual coverage. 


3 Dismemberment settlement pays up to $5,000 for accidental 
loss of each hand, eye or foot. 


4 Disability settlement available to male, female — standard, 
substandard. 


5 3% Interest guaranteed on options and dividend accumula- 
tions. 


it Single premium on all plans, limited to $100,000—some single 
premiums maturing in a short term. 


7 Discounted premiums on all plans to maturity at 3% com- 
pound interest. 


8 66 years old, 235 millions in force. 60 million assets — oper- 
ating in 43 states. 


be General Agency Opportunities Available in Westchester, Long 
Island, New Jersey, Connecticut and Rhode Island. 
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~ 3,000,000 New Customers 


Against a normal of two million annually a short while ago, there will be over 
three million babies born in the U. S. A. this year. Keep your eye on these new 


arrivals in ‘your field of operations. 


Right now these three million helpless infants and their mothers furnish urgent 


reason for writing fathers for larger amounts. 


And pretty soon these youngsters will be able to sign on dotted lines, taking the 
places of their daddies and grand-daddies who are our clients today. This is the 


never-ending replacement opportunity in our business of insuring lives. 


THE PRUDENTIAL HAS POLICIES 
FOR ALL THESE FAMILY NEEDS 


oe jj. ze PRupENTIAL 


PRUDENTIAL “” 


, STRENGTH OF INSURANCE COMPANY OF AMERICA 
a eed A mutual life insurance company 


HOME OFFICE NEWARK, NEW JERSEY 
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Great Th 


Political Aspects of 
Convention Are 
Subdued This Year 


No Contest for Capital 
Offices—12 Candidates 
For Trustees 


With no contest existing for capital 
ofices in the National Association of 
Life Underwriters, the ‘political aspects 
of the Detroit convention are greatly 
subdued. There are 12 candidates in the 
field for nine trustee positions—six two- 
year and three one-year terms and the 
campaign managers of these candidates 
are taking nothing for granted. The elec- 
tion session of the national council is set 
for Thursday afternoon. 


Andrews All Set 


William H. Andrews, Jr., home office 
general agent of Jefferson Standard Life 
of Greensboro, is, of course, slated to be 
elevated to the presidency to succeed 
Herbert A. Hedges, Equitable Life of 
Iowa, Kansas City, and Clancy D. Con- 
nell, Provident Mutual, New York, is 
destined for the vice-presidential spot, 
advancing from secretary. Philip B. 
Hobbs, Equitable Society, Chicago, is 
unopposed for the office of secretary, and 
Walter E. Barton, Union Central, New 
York, will be reelected treasurer. 


Paul Dunnavan Withdraws 


Paul H. Dunnavan, Canada Life, Min- 
neapolis, for whom a campaign for re- 
election as trustee had been organized, 
let it be known at Detroit that he had 
withdrawn from the race. 


The trustee candidates are: 


Jul B. Baumann, Pacific Mutual, 


Houston. 
Hugh S. Bell, Equitable Life of Iowa, 
Seattle. 


Judd C. Benson, Union Central, Cin- 
cinnati. 

Manuel Camps, Jr., John Hancock 
Mutual, New York. 

E. Dudley Colhoun, Shenandoah Life, 
oanoke. 


Carleton W. Cox, Metropolitan Life, 
Paterson, N. J 


Wayman Dean, Life & Casualty, Jack- 
sonville, Fla. 


E. J. Dore, Berkshire Life, Detroit. 


A. C. Duckett, Northwestern Mutual 
Life, Los Angeles. 


W. K. Niemann, Bankers Life of Iowa, 
Des Moines. 


_— Orr, National Life, Philadel- 
ia. 


Louie Throgmorton, Aetna Life, 


Shreveport, La. 


Of that group Baumann, Benson, Dore 
and Orr are up for reelection. 


That Mr. Niemann is a candidate had 
not been publicized previously and the 
news that he is in the field did not circu- 
late until this week at Detroit. 


The statement that there are nine 
trustee positions to fill is based on the 
assumption that Mr. Hobbs will be 
elected secretary. He was elected trustee 
last year for a two-year term and if he 
advances to secretary, there will be the 
Temainder of his term as trustee to fill. 
The other one-year terms were created 





Presides as N.A.L.U. Sessions Open 








tity. FES 


HERBERT A. HEDGES 


Equitable Life of lowa, Kansas City, President National Association 
of Life Underwriters 


when Mr. Connell, who had been elected 
trustee last year, was named secretary to 
take the place of W. W. Hartshorn when 
the latter became superintendent of 
agencies of Metropolitan Life, and when 
C. W. Wyatt resigned as trustee because 
of his election as vice-president of John 
Hancock Mutual Life. 

The committee on elections was faced 
with several difficult problems, for the 
solution of some which it seemed actu- 
arial advice would be needed. 


The by-laws provide that the nominat- 
ing committee, which this year is headed 
by Claude Jones, Connecticut Mutual, 
Buffalo, shall bring in the names of not 
less than seven and not more than nine 
for trustee positions. That by-law, it is 
assumed, was designed with the normal 
situation in mind of six trustee positions 
to be filled. However, the prevailing 
opinion at the moment is that the by-law 
is so worded as to cover all situations and 
the nominating committee this year may 
not submit more than nine names. If that 
is done, there will undoubtedly be nomi- 
nations from the floor at the council 
meeting. 


Question on Voting 


Another problem is how many candi- 
dates a council member may vote for. 
The decision early in the week was that 
he may vote for but six even though there 
are nine places to fill. The three candi- 
dates getting the fewest number of votes 
wo ld then get the one-year terms. Here 
is where actuarial advice would be valu- 


Cleveland Group Revea 
Survey on Compensation 


Representatives of the Cleveland asso- 
ciation showed to the trustees Monday a 
series of slides which tabulate the results 
of a survey that was conducted among 
the full time ordinary agents of that city 
as to earnings, amount of time devoted to 
service work, income from _ outside 
sources such as general insurance, etc. 
The Cleveland group made this study as 
a contribution to the research in the field 
of agents compensation. It was done un- 
der the direction of Henry E. Haiman, 
Northwestern Mutual, chairman of the 
general agents advisory committee in 
Cleveland. 





able. Theoretically it is possible that six 
candidates might get all the votes and 
the rest, none. Or it might conceivably 
be even Steven for everybody. 


Speculation As To 1945 


There is already speculation as to the 
likely candidate for secretary in 1945. 
Interest centers in that position because 
normally it leads to the presidency. Most 
prominently mentioned are Baumann and 
Benson. 

The electioneering is being conducted 
sedately with an absence of buttons, 
banners or lapel flowers. Most of the 
campaign managers have a room where 
a fellow could get a drink and if he has a 


rong at Detroit Convention 


New Attendance 
Record is in 
Sight For N. A. L. UL 


First Convention Session 
Dramatic—Many Side 
Attractions Scheduled 


Reflecting the day’s high level of life 
insurance sales and the interest that exists 
in the field in the great social, political 
and economic questions of war and re- 
conversion, the Detroit annual conven- 
tion of the National Association of Life 
Underwriters, the opening session of 
which was held Wednesday morning, 
promises far to surpass in attendance any 
previous meeting. The record registra- 
tion up to this year was 2,240 at the St. 
Louis golden anniversary meeting in 
1939. But by late last week reservations 
had been made for hotel accommodations 
for 1,800 persons in Detroit and the 
hotels across the river at Windsor in 
Ontario are filled. Registrations of De- 
troiters and others from nearby points 
are certain to swell the total so as to out- 
distance the St. Louis record. More than 
250 who sought to make hotel reserva- 
tions could not be accommodated. 

Last year at Pittsburgh there were 
reservations for 900 in the hotels and 
the convention registration was 1,400. 

There are some 200 Canadians on hand 
and there are more than 250 company 
home office people here. And emanating 
from this record throng is a buoyant spirit 
springing from the current good times for 
life insurance. 


Week’s Pattern Altered 


The pattern of convention week was 
altered and the old-timers were thrown 
off their routine. For instance Monday 
which is usually a busy day with the 
national council holding morning and 
afternoon sessions, this. year was dull, 
the main activity being the trustees meet- 
ing throughout the day and the dinner 
of state association presidents. There 
was little of an official nature that day to 
occupy the rank and file. Usually a large 
element arrives Sunday to be in readiness 
for the council meeting Monday and then 
the Million Dollar Round Table group 
arrives Sunday evening from their pre- 
convention outing. This year only a 
scattering of conventioneers arrived Sun- 
day and none of the millionaires were 
on hand because this time it is to be a 
post convention outing at Gratiot Inn 
near Port Huron this week-end. 

Incidentally there will be nearly 200 
at the outing. That is the capacity of the 
hotel. Usually Gratiot Inn closes for the 
season before this, but the management 
agreed to stay open for the millionaires. 


Council Meeting Tuesday 
In the past, Tuesday has been the day 
for the Million Dollar Round Table to 
hold forth, as well as the general agents 
and managers and the women underwrit- 
ers. But at Detroit that was the day for 
the national council meeting. This was 
an especially spirited gathering. President 
Herbert A. Hedges in emphatic, staccato 

(Continued on Page 25) 








bottle that had a green stamp over the 
cork it could be a fellow would go there. 
The nominating committee with all 
members present, held its first meeting 
Sunday afternoon after a slight delay due 
to the fact that Mr. Jones came by water 
and the boat was late. Another meeting is 
scheduled for Wednesday afternoon. 
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Rely More on State 
Units as N.A.L.U. 
Gains in Size 


Keen Interest Shown 
In Dinner Meeting for 
State Association Presidents 


With the N. A. L. U. attaining new 
membership peaks each year, and hence 
less able to attend to local matters in an 
intimate manner the state organizations 
assume increasing importance, a number 
of commentators observed at the dinner 
meeting for state association officers 
Monday evening that drew an attend- 
ance of nearly 100. James E. Rutherford, 
executive vice-president of the National 
association, who closed the session, com- 
mented that there is much opposition to 
increasing centralization in the national 
government and that the N. A. L. U. is 
seeking to direct more attention to the 
local units. Philip B. Hobbs, Equitable 
Society, Chicago, as chairman of the com- 
mittee on state associations presided, and 
kept the discussion moving in an ani- 
mated manner until late in the evening. 
Following a roll call by states, he said 
there were more of them represented 
than at any previous meeting. 


Grass Roots Approach 


Oren D. Pritchard, Union Central, In- 
dianapolis, commended the grass roots 
approach in legislative work. It pays, 
he said, to know the business men, the at- 
torney, the fire insurance agent, with 
whom the legislator deals. It pays to 
know the candidate before he is elected, 
to sound out his attitude on life insurance. 

Steacy Webster, Provident Mutual, 
Pittsburgh, was introduced as chairman 
of the general agents and managers sec- 
tion and took a bow. 


Message from Hedges 


President Herbert A. Hedges said that 
the N. A. L. U. niembership and finances 
are at an all time high. He said the state 
associations are indispensable in legisla- 
tive affairs. Wl.at is needed, he declared, 
is a central poir* at which pending legis- 
lation can be analyzed and which can 
send the members forth to champion fa- 
vorable measures or oppose those that are 
undesirable. Much can be done in the line 
of constructive legislation. For instance 
the laws could be changed in a number 
of states that prevent the investment in 
life insurance funds of the estates of 


(Continued on Page 29) 





New Examination 
Board Set Up by 
American College 


A new examining board headed by 
Irvin Bendiner, New York Life, Philadel- 
phia, was created by the American Col- 
lege of Life Underwriters at the annual 
trustees meeting in Detroit. The new 
board is charged with the responsibility, 
in cooperation with the dean, to establish 
the policies of the college concerning the 
preparation of study program, material 
and reading lists; preparation and grad- 
ing. of the examinations, and the pro- 
cedures to be followed. In order that the 
examination board might fairly represent 
all groups interested in educational and 
professional progress in life underwrit- 
ing, three of its members were selected 
from officers of the American College, 
three from ‘holders of the C. L. U. desig- 
nation actively engaged in the business, 
two from home office officials of life com- 
panies, and one from the teaching faculty 
of a cooperating university. 

Membership of New Board 


In addition to Mr. Bendiner, the board 
includes: Laurence J. Ackerman, dean 
school of business University of Con- 
necticut; James Elton Bragg, New York 
general agent Guardian Life; Dr. S. S. 
Huebner, president American College of 
Life Underwriters; Dr. David McCahan, 
dean American College of Life Under- 
writers; Earl R. Trangmar, field training 
division Metropolitan Life; Ben H. Wil- 
liams, director of training Mutual Life of 
New York; John P. Williams, director 
educational advisory department Amer- 
ican College of Life Underwriters; and 
Lawrence C. Woods, Jr., Pittsburgh, gen- 
eral agent Equitable Society. 

The following trustees were reelected 
for three year terms: O. J. Arnold, presi- 
dent Northwestern National Life; George 
H. Chace, vice-president, Prudential; 
Theodore M. Riehle, New York general 
agent Equitable Society; and Seaborn T. 
Whatley, vice-president Aetna Life. Paul 
W. Cook, Chicago general agent Mutual 
Benefit Life; Dudley Dowell, vice-presi- 
dent New York Life, and J. Roger Hall, 
vice-president and manager of agencies 
Mutual Life of New York, were elected 
as new members for three year terms. 

Julian S. Myrick, vice-president Mutual 
Life of New York, is chairman, and 
William M. Duff, Pittsburgh general 
agent Equitable Society, is vice-chairman. 


T. M. Riehle, twice N. A. L. U. presi- 
dent, made the trip by air. He left 
Wednesday for Chicago and Davenport 
where he will visit before returning to 
New York and Equitable Society. 





Decide Saturday 
on Place for 
Mid-Year Parley 


The new officers and board of trustees 
at their meeting in Detroit Saturday will 
decide on the place for holding the mid- 
year meteing of the N.A.L.U. national 
council next spring. Invitations have 
been presented by Omaha, Indianapolis 
and Roanoke. The Indianapolis group, it 
is understood, has discussed the idea of 
withdrawing their invitation in behalf of 
Omaha. 

The Omaha people are particularly 
eager to be hosts. There are 22 in Detroit 
from that city. Lee Wandling, Equitable 
Society, will make the presentation be- 
fore the trustees Saturday assisted by 
John Carr, Equitable Society, president 
Omaha association, and Ben Gadd, Guar- 
antee Mutual Life, Lincoln, president, 
Nebraska state association. 





Big Jefferson Standard 


Turmout for Andrews 


Jefferson Standard Life is especially 
well represented in honor of William H. 
Andrews, Jr., home office general agent 
who is scheduled for election as N.A.L.U. 
president. The home office contingent 
includes: President Julian Price; Execu- 
tive Vice-president Ralph Price and Mrs. 
Price; Karl Ljung, agency manager; 
M. A. White, and J. M. Bryan, vice- 
presidents, and R. B. Taylor, superin- 
tendent of agents. 

The eight Jefferson Standard men who 
are members of the Million Dollar Round 
table are at Detroit as guests of the 
company. 

There will be a dinner Wednesday eve- 
ning and a “family” get-together in 
President Price’s suite Thursday evening. 

Mr. Andrews is accompanied by Mrs. 
Andrews and their son, Bill, who is in 
school near Philadelphia. 





Northwestern Nat'l Delegation 


Northwestern National has on hand 
from the head office W. R. Jenkins, sales 
director; Alan Kennedy, assistant to the 
president; W. F. Grantges, agency di- 
rector; Carl A. Peterson, supervisor of 
agencies, and Harry E. Atwood, agency 
secretary. 





Manufacturers Life Group 


The head office group from Manufac- 
turers Life includes A. Kinch, manager 
of agencies; H. B. Berwick, superinten- 
dent of field service, and J. ‘Alan Broad- 
bent, inspector of agencies. 


Council Wants Two 
Candidates for | 
Secretary Presented 


Also Favors Change 
To Allow More 
Trustee Nominations 


While the Los Angelés proposal fo, 
election of trustees by districts was turned 
down, several changes in election pro. 
cedure were recommended at the national 
council meeting Tuesday, the most im- 
portant points being an increase in the 
number of trustee candidates that may 
be recommended by the nominating com- 
mittee and of even greater interest, 
suggestion that at least two candidates be 
nominated for secretary. The details of 
the proposed changes are to be worked 
out by the by-laws committee and re. 
ported by it for action at the mid-year 
meeting. 


“No Limit” Provisions Opposed 


The report of the special committee on 
election of trustees, headed by Sidney 
Wertimer, Prudential, Buffalo, who \ 
also chairman of the by-laws committee, 
recommended that there be no limit on 
the number of trustee candidates noni- 
nated. E. T. Proctor, Northwestern Mu. 
tual, Nashville, objected that this would 
mean that the committee would have to 
bring in every candidate proposed or say 
that anyone not recommended was nota 
fit person. 

His first suggestion was that the con- 
mittee should nominate not more than 
twice the number of trustees to be elected 
but when Mr. Wertimer explained that 
the details along this line really area 


matter for the by-laws committee, Mr. |’ 


Proctor offered an amendment merely 
providing that there should be a limit on 
trustee nominations, which was adopted. 

Lester Becker, Lincoln National, St. 
Louis, said one of the purposes of the Los 
Angeles proposal was to reduce politica 
activity, while the committee’s recon 
mendation would likely result in an in- 
crease. Mr. Wertimer said it is impossible 
to avoid politics, unless it would be by 
mail vote, which is impracticable for 
many reasons. 


Three Points on Picking Trustees 


The report presented by Mr. Wertimer 
was prepared as a result of an all-day 
meeting held by his committee Sunday, a 


which proponents and opponents of theP 


Los Angeles proposal were heard. He 
(Continued on Page 30) 








National Council Opens in Detroit in Colorful Session 
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Morse Emphasizes Need for 


Steve Morse. In fact, I can truthfully say 
that there has never been a slump ora dry 
period when they did not quickly and def- 
initely tell me to make more calls, to get 
more referred prospects, or to put aside 
that big case and get some business un- 
til such time as a new idea or different ap- 
proach could be worked up.” 


Master Prospect File 

Mr. Morse has a master file of prospect 
cards divided into three parts: Active 
(about 400 cards), inactive or dead (about 
1,400), and to-be-cultivated (about 500). 
The active cards are kept in the usual 
month-to-month division with the current 
month divided 1-31. At the first of each 
month, he sets up the cards to be seen 
that month, trying to arrange calls in 
different parts of the town to be made on 
the same days to save time and gasoline. 

He uses a plain ruled 3x5 prospect card, 
punched to go into a small binder. When 
he gets a new prospect, he enters as much 
pertinent information as he can get; and 
after each interview, he dictates to his 
secretary (who fills them in in longhand 
to conserve space) additional data ‘and 
date. He carries these cards with him. 
They are the complete story of that in- 
dividual or business and are invaluable for 
reference. “The prospect card makes it 
possible for me to carry on from where 
we left off at the last interview, to sell 
a need that was uncovered at some pre- 
vious interview, or to get additional data 
to establish his problem. It eliminates 
much repeating and reviewing—a time- 
saver which we are all interested in these 
days,” he pointed out. 


Records Next Appointment 


“T try to get a prospect to tell me when 
to see him_next, unless I have an age 
change or other propitious time in my 
own mind. This goes on the record and 


(Continued on Page 20) 


ist Day 
Keeping the Score 
ed “You can’t tell where you are going 
unless you keep the score,” Franklin A. 
> Morse, Northwestern Mutual Life, South 
Bend, Ind. declared before the first gen- 
eral session, emphasizing the need for 
; keeping records, 

“I firmly believe that in selling life in- 
posal for | surance, 90% of our effort should be on 
as turned | ourselves—getting us to do the things 
tion pro. | we know we should do—and 10% on the 
> national | prospect. That is why I keep records! 
most im. “Some are born salesmen, some have 
se in the | to be made; but we in life insurance sales 
that may} must be managers as well as salesmen. 
ting com- — Therefore, we must have that extra some- 
terest, af thing to watch ourselves as well as do 
lidates be f the selling job to be successful. That’s 
details of f our problem,” Mr. Morse emphasized. 

e workeif “Records are as important to an agent 
; and te-f a. cash register is to a merchant, or a 
mid-yea} complicated tabulating machine is to the 
great manufacturer or sales organiza- 
posed tion,” Mr. Morse declared. 
mittee o,f ‘Now get this straight. I don’t keep re- 
y Sidney cords because I like to. If I could find 
who is) any other simpler method, I would use 
ymmmittee} it. But records are the only way I have 
limit on|, found to tell me my score.” 
tes — Just Simple Arithmetic 
rage. “Certainly all of us know that if we 
1 have to work four hours a day and write $100,000 
ed or say} of insurance, we should be able to sell 
was nota $200,000 if we work eight hours. This is 
simple arithmetic and, because we all can - 
the com.} use the additional commission, there are 
ore than} two conclusions to be drawn—either we 
ye elected | haven’t the guts to work the eight hours, 
ined that} of we haven’t the brains to organize our- 
ly are 2 selves. Some of us are already working 
tee, Mr. ‘eight hours and only selling $100,000. So 
t merely} What? Assuming we cannot work longer 
2 limit on | 20urs to increase our income, we must 
“adopted. | imcrease the quality of our work by or- 
ional, St} sanizing ourselves. 
vf the Los} “Little worthwhile was ever attained 
> political} except through honest hard work, so I 
s recom-| started this business the hard way—put- 
in an in-} ting in the hours and making the calls. I 
mpossible} was told a formula had been worked out 
d be bya} called 40-40-14-and-1 . . . work 40 hours 
cable for} a week, make 40 calls; you would have 14 
interviews, and one sale would result. So 
I decided to try to make more calls than 
ustees 40, and I have never found this hard to 
Wertime > do. My 1l-year average is 62.5 calls per 
n_ all-dayf week and 36 interviews. After all, it is 
sunday, ap the interview that counts. 
=> ; Telephone Saves Time 
““— “In 1941, I began using the telephone 
)) to make appointments and I find that 
—__—} in the three years since, I have cut my 
average weekly calls to 45.7 but my in- 
terviews are 34.1. The telephone has saved 
me a lot of footwork. Also by making 
definite appointments, better interviews 
| have resulted. 





“For some of us, maybe this is all 
) we need to do—work a little harder or 
: longer hours to increase our produc- 
tion. However, many of us are interest- 
ed more in improving the quality of our 
operations than in greater quantity; and 
ere, again, records tell the story. 

“The $1,000,000 producer is not 10 times 
| 88 good as the $100,000 men—but he is 
@) Just enough better to make the difference 
between the top of the ladder and a low- 
» er rung. | 
) “The $1,000,000 man doesn’t spend 10 
times as many hours in the field, nor see 
10 times as many people, nor study 10 
» tines as hard, nor have an interview 10 
F times as often; but at each of these points 
1€ has improved himself just a little— 
and the sum total of all of these little 
differences makes the big difference be- 
tween $100,000 and $1,000,000. 


Only Narrow Margin 
. The margin between success and me- 

Tity is very narrow. Therefore, it is 
Pretty smart to study our little differences 
tO improve them,” Mr. Morse declared. 

“ 

There are some records that I have 
found valuable; they have many times 
told me the answer to my shortcomings, 
and invariably the answer has been — 
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Nominating Committee 
Head Has Heavy Job 


Both responsible and onerous is the 
task of Claude C. Jones, Connecticut 
Mutual Life, Buf- 
falo, who is chair- 
man ofthe N.A.L.U. 
nominating com- 
mittee. Most of the 
committees have 
completed their 
work for the year 
long before the an- 
nual meeting, but 
Mr. Jones and the 
members of his 
committee are still 
holding frequent 
sessions and are 
among the busiest 
people at the con- 
vention. Their work will not be finished 
until the committee submits its report at 
the election session of the national coun- 
cil Thursday afternoon. 


Holgar Johnson Holds 
Session With Committee 


The advisory committee on the Insti- 
tute of Life Insurance headed by Sidney 
Wertimer, Prudential, Buffalo, is hold- 
ing a session Thursday afternoon with 
President Holgar J. Johnson of the In- 
stitute. 








’ 
Claude C. Jones 








Income Above Previous Year 


The annual report of Treasurer Walter 
E. Barton shows that in spite of wartime 
conditions, the actual income for the year 
ending June 30, 1944, was $18,590 more 
than for the previous year. Surplus in- 
creased $8,290. 

Especial attention is called to the ex- 
penditure of $5,482 for the state confer- 
ence-speakers bureau program, which, 
from reports received from all over the 
country, the treasurer states was one of 
the best services the association ever has 
given its members. 


: 
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N. A. L. U. TRUSTEES IN SESSION AT BOOK-CADILLAC, DETROIT, SUNDAY: 


Left to right around table: Lawrence Baker, Washington counsel; Maxwell L. Hoffman, managing director J. Stanley Edwards, 
Aetna Life, Denver, former president; Julian S. Myrick, second vice-president Mutual Life, former N. A. L. U. president: Clifford H. 
Orr, National Life, Philadelphia; Paul H. Dunnavan, Canada Life, Minneapolis; Phillip B. Hobbs, Equitable Society, Chicago: 
Steacy Webster, Provident Mutual, Pittsburgh; Clancy D. Connell, Provident Mutual, New York, secretary: Walter E. Barton, 
Union Central, New York, treasurer: James E. Rutherford, executive vice-president; Herbert A. Hedges, Equitable Life of Iowa, 
Kansas City, president; William H. Andrews, Jr., Jefferson Standard, Greensboro, vice-president; Grant Taggart, California- 
Western States Life, Cowley, Wyo., former president: Wilfrid E. Jones, executive secretary: Jul Baumann, Pacific Mutual, Houston: 
Ernest A. Crane, Northwestern Mutual, Indianapolis; Ralph W. Hoyer, John Hancock Mutual, Columbus; Judd C. Benson, Union 
Central, Cincinnati; E. W. Baker, John Hancock, Louisville; Sidney Wertimer, Prudential, Buffalo; E. J. Dore, Berkshire Life, 


Detroit; W. W. Hartshorn, superintendent of agencies, central territory, Metropolitan Life, former secretary. 


Business Urged to 
Help Keep Service 
Cover in Force 


Veterans Administration 
Official Says Aid of 
Agents Essential 


Life insurance through its effective 
agency system was urged to help the gov- 
ernment in its responsibility in urging re- 
turning veterans to keep their National 
Service Life in force in a talk by Harold 
W. Breining, assistant administrator 
Veterans Administration, Washington, 
before the National Council’s meeting. 
As soon as the demobilization rate is ac- 
celerated, the Veterans Administration 
will have to depend mainly on mail to 
explain the value of retaining this cover- 
age and converting it to permanent plans, 
Mr. Breining pointed out. While the gov- 
ernment recognizes its responsibility, 
those not directly connected with govern- 
mental activities also have a patriotic re- 
sponsibility to aid the returning veterans, 
he declared. 

Since the passage of the National Serv- 
ice Life Insurance act in 1940, over 16 
million policies have been written, aggre- 
gating an amount in excess of 121 billions 
of insurance. This amount is roughly 85% 
of the total of life insurance in force with 
all private insurers in the U. S., he point- 
ed out. 

Must Retain Insurance 


Emphasizing the tremendous economic 
and social benefit which can accrue from 
the continuation in force of the greatest 
possible amount of this insurance, Mr. 
Breining declared “the soundest step 
which a service man can take upon his 
return to civilian life-is the continuation 
or reestablishment of an insurance pro- 
gram which is consistent with his family 


(Continued on Page 22) 
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Membership at All-time 
High, Hedges Reports 
At Opening Session 


N.A.L.U. Activities 
Geared to Aid Agent 
On Firing Line 


Membership of the National Associa- 
tion of Life Underwriters is at an all- 
time high mark of 33,322 with 391 local 
and 40 state associations, President Her- 
bert A. Hedges, Kansas City general 
agent Equitable Life of Iowa, announced 
in his report to the first general session. 

Pointing out that the privilege and op- 
portunity of the association lies in the 
service it can render to members and 
their policyholders, Mr. Hedges said the 
National association has sincerely tried 
to gear its plans and activities closer to 
the individual agent on the firing line 
“but we must nevertheless continue to 
expect your increased participation in 
our councils if we are to most effectively 
execute the responsibilities of the offices 
with which you have charged us.” 


Year of Decision 


In this year of decision perspectives 
have become disturbed and thinking mud- 
dled and confused Mr. Hedges said. 
“Problems unprecedented in their com- 
plexity have confronted us but we have 
individually and collectively exerted our 
energies toward their equitable solution.” 

Although life insurance has proved to 
be “one of the greatest investments in 
war to restore peace” and the average 
family life insurance protection has risen 
to $4200 the impressive volume of life 
insurance in force still barely represents 

(Continued on Page 36) 
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Troy, N. Y., Texas 
Win Awards for 
Member Gains 


The converted Charles Jerome Edward 
Trophy for local association membership 
increase was awarded this year to Troy, 
N. Y. The two factors of percentage in- 
crease and numerical gain are given equal 
consideration in making this award. 
Others in the first 10 on the basis on 
which this trophy is awarded were Pa- 
— Ky.; Columbus, Ga.; Charlotte, 

ic Burlington, N5oG.3 “Wi ichita Falls, 
Text : Cincinnati, Monmouth, Ni: es 
Dallas and Valley Grande, Tex. 

The Philadelphia Award, presented 
each year to the state association showing 
the largest increase, figured on the same 
basis, was won by Texas. In second place 
was North Carolina with 206.16, and Ohio 
came in third . 

New York now has the largest state 
association, with 3,200 members June 30. 
Illinois is a close second with 2,665. Chi- 
cago continues as the largest local asso- 
ciation with 1,837 members and New 
York City is second with 1,692. 

Each of the 11 districts showed a gain 
in membership during the year. Dis- 
trict 9 (Arkansas, Louisiana, Oklahoma, 
Texas) under John P. Costello showed 
the largest percentage gain (38.94) as 
well as the largest numerical gain—/13. 
E. Dudley Colhoun in District 4 (North 
Carolina, Tennessee, Virginia, West Vir- 
ginia) was a close second with a percent- 
23 gain of 25.93 and a numerical gain of 
566. 

New state associations have been or- 
ganized in Louisiana and Wyoming. 





J. Harry Wood Early Arrival 


J. Harry Wood, vice-president of the 
Massachusetts Protective companies of 


Worcester, arrived on the scene secaind 


Majority 


of N.A.L.U Want to Be 


Included Under SS Act 


Oppose Extension of 
Benefits and Increasing 
Present Monthly Limit 


A majority of the members of the Na- 
tional Association of Life Underwriters 
desire to be included under the present 
social security act and are of the opinion 
that the social security system in its 
present form is practicable, it is pointed 
out in the report of the sub-committee on 
social security presented to the national 
council by Chairman Judd C. Benson, 
Union Central, Cincinnati. 

Three questionnaires .were used to de- 
termine the attitude of association mem- 
bers on various aspects of social security, 
one being sent to the 889 members of the 
national council, another to members of 
the Illinois association and a third cover- 
ing several eastern associations. 

The general consensus is that all work- 
ers gainfully employed should be included 
under the social security act. Strong op- 
position was expressed to increasing max- 
imum benefits over the present $85 a 
month limit. It is also felt that it is not 
the proper function of the federal govern- 
ment to provide additional benefits be- 
yond the present old age and survivors 
coverage with the possible exception of 
total and permanent disability coverage. 
National association members are almost 
unanimous in their opinion that legisla- 
tion providing broad additional benefits 
which will impose an estimated tax of 
6% on employer and employe should not 
be enacted. Regardless of their personal 
attitude toward social security, it is felt 
that it will have an unfavorable effect on 
individual iniative and thrift. 


The av ona age of life field men is 46 


years, and these men have been engaged 
in life insurance for an average period of 
17 years, the survey points out. 

Of the members answering the ques- 
tionnaires, 57% have dependent children 
at the present time. 

The combined results do not give a 
clear cut answer to the percentage of the 
members who are presently covered by 
the social security act. The Illinois report 
indicates that 57.2% are covered, whereas 
the National association council report 
indicates that 43.1% are covered. The 
Rutherford report indicates that 54% of 
the membership in typical eastern asso- 
ciations is covered. The committee is led 
to conclude that at least 48% and not 
more than 52% of the National associ- 
ation members are currently covered. 
Certainly less than one-half of the agents 
are covered (probably not over 35%) and 
less than 10% of the general agents are 
included. More than 85% of those en- 
gaged as managers, superintendents, su- 
pervisors, assistant managers and assist- 
ant superintendents are covered. 


Report on Retirement Plans 


Results indicate that life companies 
have provided retirement plans for 75% 
to 80% of the membership of the National 
association and that company retirement 
plans have been provided for at least 85% 
of the agents. 

The survey shows that 75% of the 
members of the National association feel 
that life agents should be covered under 
the present social security act. That opin- 
ion is shared in almost equal percentage 
by membefs in all the various employ- 
ment categories. Of the Illinois member- 
ship 84.6% feel that life agents should be 
covered, while the National association 

(Continued on Page 32) 








* * * * * « > ® * 
~ STATE MUTUAL LIFE ASSURANCE COMPANY 
OF WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 
r The Life Insurance fraternity has given generously 
of its membership to the armed forces of the 
United States. 
1% With high respect we salute each and every one 
of them. God speed the day when they shall 
return home victorious. 
: * * * 
THIS 1S STATE MUTUAL'S SEVENTY-FOURTH YEAR IN DETROIT 
* 
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Our Three Millionaires 


bring Cal-Western's greetings to members 
of the National Association of Life Under- 
writers. We are proud to be a part of a 
group so representative of the spirit of serv- 
ice of life insurance. Your contributions to 
the protection of America through the sale 
of War Bonds long will be recognized as 
one of the great home front victories of 
World War II. In this you have common 
cause with the armed forces, the war work- 


ers, and all other loyal citizens. 
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ONE LA SALLE STREET BUILDING 


An Address of National Prestige— 





Outstanding Life 
One La Salle 


THE LIFE INSURANCE 








A COMPLETE LIFE INSURANCE 
DEPARTMENT AT YOUR DISPOSAL 


LIFE — SUBSTANDARD — WHOLESALE — GROUP 
ACCIDENT AND SICKNESS — HOSPITALIZATION 
GROUP PENSIONS — PENSION TRUSTS 


— TRY US — 


FRED. S. JAMES & CO. 


Established 1872 
INSURANCE 


ONE NORTH LA SALLE STREET 
SAN FRANCISCO 


NEW YORK 
PITTSBURGH Telephone—CENtral 7411 MINNEAPOLIS 


WASHINGTON CHICAGO 2, ILLINOIS SEATTLE 














HENRY . | ZIMMERMAN 
ROYER AGENCY 


AGENCY THE CONNECTICUT 
. MUTUAL LIFE 
General Agents INSURANCE CO. 


© General Agents 
THE Lt. Com. Chas. J. Zimmerman 


OHIO NATIONAL LIFE many <, Se 


Al. Campbell 
INSURANCE COMPANY Brokerage Dept. Manager 


Tel. Franklin 0305 Tel. Central 5700 
2115 ONE NO. LA SALLE ST. One North La Salle Street 
CHICAGO CHICAGO 
























LIFE INSURANCE COMPA 


OF BOSTON, MASSACHUSETTS 


WILLIAM M. HOUZE 


GENERAL AGENT 


One La Salle Street Building 


Telephone: Randolph 9336 
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Agencies Located In 
Street Building 


CENTER OF CHICAGO 





ONE LA SALLE STREET BUILDING 


is the established Life Insurance Center of 
Chicago. Twenty-seven of the foremost life 
insurance firms and agencies maintain ofh- 
ces in this new, architecturally impressive, 
and centrally located building at La Salle 
and Madison Streets. 


The General Agents and managers with 
offices at One La Salle Street whose names 
appear here have unequalled facilities for 
handling all life insurance business. Brokers 
will find prompt and unusual service on 
brokerage business at these offices. Men 
who desire to become Life Underwriters 
and connect with well established organi- 
zations that will give helpful aid will find 
an opportunity awaits them. | 


Here are some of the most progressive and 
modern producing organizations offering 
the finest service on life insurance to be 
found anywhere in the country. 














THERE’S A REASON ... 


why more and more brokers and surplus writers are giving busi- 
ness to the Hughes Agency. They say that they find here— 
prompt service — sound advice — business-getting ideas — and 
courtesy always—to both the agent and his client. 


E. W. HUGHES 
General Agent 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE CO. 


One North La Salle St. © Chicago e¢ Randolph 0060 




















THE CHICAGO BRANCH 
OF 
NORTHWESTERN NATIONAL LIFE INSURANCE 
COMPANY OF MINNEAPOLIS 


RAYMOND J. WIESE, Manager 


ONE NORTH LA SALLE STREET > CHICAGO 
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FREEMAN J. WOOD 


GENERAL AGENT 


Lincoln National Life Insurance Co. 


18th FLOOR ONE NORTH 


Telephone Central 1393 LA SALLE ST. 
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STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
SUITE 1525 


ij ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone Randolph 0560 


* 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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War Bond Meeting 
Reviews Big Role 
Life Men Played | 
your time and services unselfishly and 
patriotically, and the Treasury is grate- 


Importance of Great ful. On the other hand, you have un- 
w a” wittingly developed what should be the 
Backlog of Money greatest stimulus to life insurance for the 
next decade. For it is my firm conviction 
Stressed that just as the war risk insurance of the 
last war gave the American public for 
In opening the big war bond meeting the first time a true understanding of life 
Tuesday night, W. H. Andrews, Jr., Jef- insurance, so the payroll savings plan in 
ferson Standard, Greensboro, N. C., vice- this war has given the public an under- 
president of the National association and standing and a method and set up the 
chairman of its war bond committee told machinery for thrift. 


of the outstanding part the life men of 
the nation have played in the war financ- Great Life Insurance Market 


ing program, and thanked all of those “When the war is over not only will 








ultimate objective for sales to individuals 
on plant payrolls has been, and still j is, 
to have every single person solicited per. 
sonally. 

“You in the life insurance business have 
been one of the great units of this great 
Treasury volunteer army,” Mr. Engels- 
man declared. “You have contributed 





Symbol of Achievement 


It is right and fitting that the Life Underwriters of 
America should be banded together in an influential 


who have aided in making the effort such 
a stupendous success. 

He emphasized the importance of the 
great “backlog” of money that has been 
accumulated. “This money would have 
been terrifically dangerous money,” he 
said, “had we not had the greatest pro- 


there be other government securities 
bought in this manner, but it must be 
obvious to all that probably our greatest 
life insurance market will lie here. 
“But much more important and farther 
reaching, as a part of your work with the 
Treasury you have in a time of strife 


and compact organization whose primary objectives a ila gt atone Fa 
this money into war bonds and life insur- 
ance, where it would not burn the pockets 
of the people but would serve them in 
time of real need.” 

This means, he said that the nation 
will enter the post-war period with a dif- 
ferent viewpoint as to savings from that 
which prevailed a few years ago. He said 
this has a very important bearing on the 
life insurance business and while there 
will be much competition for post-war 
dollars, he expressed the belief that the 
automobile and washing machine sales- 


: aie ° men are in for a few surprises and disap- 
which stabilizes the field operations of the com- cinemas. 


include (1) Better Life Insurance service to the pub- 
lic; (2) More efficient merchandising of the Life 
Insurance product, and (3) The strengthening of the 
American Agency System. 


Organized field activity which promotes a better 
understanding of Life Insurance by the public . . . 


Over 81 Million Buyers 


There are 81 million different U. S. 
bond owners holding over 700 million 
separate bonds, Ralph G. Engelsman, 
director payroll savings War Finance 
Division, Washington, and New York 
City general agent Penn Mutual Life, on 
leave of absence, reported. These 81 mil- 


panies .. . which furnishes a systematic and stand- 
ardized program of Life Underwriter education . . . 
and which promotes a spirit of friendly competition 
and healthy relationship with fellow underwriters is 
definitely helpful to the Life Insurance business as a 





whole and makes a very real contribution to the 
progress of the industry. 


It can be truly said that without the National 
Association of Life Underwriters the Life Insurance 
business today would not have the public accept- 
ance nor the financial standing which it now enjoys. 


Believing these things, Commonwealth encour- 
ages its underwriters in the field to become active 
Association members. 


Ww 


COMMONWEALTH 


LIFE INSURANCE COMPANY 


OF LOUISVILLE 


MORTON BOYD, President 











lion bond holders represent more people 
than are reported to have income, he 
pointed out. 

In the last war loan 72 million separate 
bonds were sold, registered and delivered. 
This represents more pieces of paper than 
could actually be printed if the bureau 
of printing and engraving presses had 
run and printed only bonds for 24 hours 
a day during the period of that drive. 

The most persistent and most substan- 
tial buyers, however, are the workers who 
buy through the payroll savings plan. 
From these men and women who receive 
their weekly pay envelope comes the bulk 
of our most important money. It’s the 
money that the Treasury is most inter- 
ested in, because it comes for the most 
part, out of current income. After Pearl 
Harbor there were 700,000 men and 
women workers putting 5 million a month 
into war bonds through the payroll sav- 
ings plan. Today there are 27% million 
people buying 100 times as much, or over 
$500 million month-in and month-out 
through the payroll savings plan. Better 
than one-half of all the “E” bonds sold 
in the fifth war loan were bought by the 
people who were already buying regu- 
larly on the payroll savings plan. 


Greatest Sales Job 


“All of this didn’t just happen. Workers 
just didn’t rise up and demand that they 
be sold war bonds. This happened be- 
cause it was part of a great sales plan— 
the most gigantic planned sales operation 
job in history. It happened because you 
life underwriters, and other like you, 
played a dramatic and important part in 
that sales organization,” Mr. Engelsman 
declared. 

“In pushing payroll deductions plans 
we stuck to our simple formula of sales 
organization predicated on the good old 
sales principle so applicable to the in- 
surance business—see the people! The 





Ralph G. Engelsman 


brought labor and management together 
through a program about which there has 
been no issue. You have helped them 
understand each other’s problems and in 
a great many places brought about a 
mutual respect which will endure. 


“You have brought an understanding 
of thrift to the American people—with 
such force that it’s safe to say that in 
two and a half years, thrift has become 
an American habit. A habit which few 
had before this program was promoted. 
There is no way of estimating the tre- 
mendous benefit that will accrue to this 
country for years to come as the results 
of your effort.” 


Payroil savings installations in Mis- 
souri got off to a slow start until the pro- 
gram was turned over to the life insurance 
men, Lester S. Becker, St. Louis general 
agent Lincoln National Life, state chair- 
man, pointed out. Meetings were held in 
every association city and five firms were 
assigned to each agent by the local chair- 
men. The war finance committee sent out 
publicity advising that life men were as- 
signed to the job, asking for cooperation. 
It is more successful to have the life men 
handle the whole job and get the recog- 
nition, Mr. Becker said. The main thing 
is to set up a simple, workable plan. Mis- 
souri’s experience shows that it is more 
effective to have local chairmen work 
directly with the state war finance com- 
mittee with the state chairman supervis- 
ing his work through the same group. 
As a result of the bond activity one inac- 
tive local association was reorganized. 


The Rochester, N. Y., association has 
been active in all five bond drives as well 


(Continued on Page 34) 
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on ADMITTED ASSETS as reported to PREMIUMS RECEIVED for the seven 
reatest the New York State Insurance months total $216,900,000, an all- 
“ae Department reached an all-time time record for the period, and an 
ith the high of approximately $3,335,- 1) increase of $27,800,000 over the 
" strife 000,000 on June 30, 1944. During the first same period of last year. 
six months of the year Admitted Assets have 
shown a record increase of $146,000,000. 
POLICY LAPSES have declined 17.8% and the 
POLICY RESERVES and other LIABILITIES on total amount of Policy Surrenders has de- 
June 30, 1944 were $3,114,000,000. Divi- clined 26%. 
dend Funds, Contingency Reserves and Un- 
assigned Funds totalled over $221,000,000. 
REAL ESTATE MORTGAGE LOANS LIFE INSURANCE IN FORCE has 
made during the first six months oaunen ou peak of $8,650,- 
of 1944 total $46,700,000, increas- pi oan ay snerense of $205,- 
ing the Society’s mortgage invest- a uring the seven 
htt Se Of this increase, $125,600,000 is in Ordinary 
: Life Insurance. 
INVESTMENTS made during the first 
seven months of 1944 include 
$89,300,000 of securities other PAYMENTS TO POLICYHOLDERS 
than Government. These non- 
‘ amounted to $221,400,000 dur- 
government bond investments were cetera th ded 
made on a basis to yield 3.56%. 8 “le nssnnclllteg: 
, ; - ‘ July 31, 1944. Payments since 
During the same period the Society subscribed nite . 
to over $750,000,000 of Government obliga- the organization of the Society 
— . exceed $5,345,000,000. 
gether tions. 
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moted., surance aggregated $214,400,000 approximately 12% larger than the distribu- 
c es during the seven months, an in- tion to such policyholders in 1943. The June, 
results crease of 32% over the corres- 1944. issue of the LIFE INSURANCE COUR- 
i ponding period of 1943. The ANT lists The Equitable as the lowest net cost 
s ons average size of the New Policy issued during company for Ordinary Life Policies at issue 
uranice this same period was 18% larger than for the age 25. The Equitable has always been the 
—<_ like period of 1943. low net cost company in Group Insurance. 
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Te as- seven months, this 85th Anniversary Year of the 
ration. Equitable Society promises to be a record-breaking year 
al in every way. 
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Status of Life Insurance 


Viewed by Claris Adams 


Life insurance is so inextricably inter- 
woven with the nation’s economy and it 
has become so much an integral part of 
the American way of life that it can’t help 
but be affected by the trend to channel 
economic forces toward social objectives, 
Claris Adams, president Ohio State Life, 
declared before the first general session. 

Life insurance has not been impervious 
to events nor immune to change. Reces- 
sion during the depths of the depression 
has been succeeded by a substantial but 
definitely more moderate rate of progress. 
Contraction of the investment market and 
the heavy downward pressure upon in- 
terest rates, resulting both from the oper- 
ation of economic forces and the inaug- 
uration of political procedures, have re- 
versed the trend of life insurance costs, 
which had steadily declined over a pro- 
tracted period, Mr. Adams pointed out. 

The effect of war upon the institution 
is obvious, Already losses have been con- 
siderable but it now seems inconceivable 
that war mortality will constitute a major 
menace to life insurance. 

One of the principal measures to bring 
about a new order is the social security 


program. Although such a program 
directly invades its traditional field, life 
insurance has never viewed social se- 
curity from a selfish angle. Such a plan, 
if confined within practical limits, based 
upon valid principles and operated ac- 
cording to sound practice, indubitably 
generates social values which add to the 
strength of the nation. 

“It is at least a debatable question 
whether social security as it now exists 
has gained or lost us customers,” Mr. 
Adams observed. “It has made more 
people retirement income conscious. It 
has made moderate amounts of insurance 
to supplement social security payments 
more clearly worthwhile. It provides a 
stepping stone which places within prac- 
tical reach of men with limited means a 
species of financial independence beyond 
the subsistence level. Alert and progres- 
sive life underwriters who are correlating 
and implementing their insurance pro- 
grams with social security benefits have 
found a new and effective sales weapon 
and have opened up a new and profitable 
field of prospects. 

“Unless we succumb entirely to the 


siren philosophy that we can spend our- 
selves prosperous and borrow ourselves 
solvent, the cold practicalities of cost will 
fix a limit upon social insurance not far, 
at least, above the present level,” Mr. 
Adams predicted in considering expan- 
sion proposals. “I do not expect the coun- 
try in its present temper, particularly 
with the serious fiscal problems which 
confront it, to proceed so far with social 
security that it will infringe seriously up- 
on our natural market. The great field 
for life insurance sales always has been 
and always will be among those who 
aspire to more than mere subsistence 
both for themselves and for their depen- 
dents. It is made up of men who rely 
principally upon their own efforts, not 
the largess of government, for security 
and salvation. Ambition is their spur, 
self-reliance their watchword, and inde- 
pendence their goal. Neither social 
change, economic disturbances nor po- 
litical upheaval will destroy their force 
or decimate their ranks. I firmly believe 
that they constitute a majority of our 
people and will continue in the majority.” 


Holds No Terrors 


The Supreme Court insurance com- 
merce decision holds no terrors for life 
insurance,” Mr. Adams declared. “There 
are no monopolies, nor combinations in 
restraint of trade in our business. Laws 
designed to prevent the stifling of com- 
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HOST TO MORE INSURANCE CONVENTIONS 
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More than 126 Insurance Organizations have chosen this unique 
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it has played the role of the understanding host to the Insurance Fra- 
ternity year after year. 
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CLARIS ADAMS 


petition constitute no menace to one of 
the most aggressively competitive enter- 
prises.” 

However, the decision is fraught with 
implications that are far reaching and 
possibilities which are disturbing. It 
should not be overlooked that the court 
indicated virtual if not complete unan- 
imity upon the proposition that an affirm- 
ative act of Congress designed for the 
purpose of regulating insurance would be 
upheld. 

“Perhaps the most potent argument 
in favor of state supervision is that we 
have it,” Mr. Adams asserted. “It is 
established. It is proved. It is successful. 
The magnificent record of life insurance, 
universally acknowledged, is ample evi- 
dence of the effectiveness of state super- 
vision as well as a testimonial to a high 
order of sound and capable management.” 

The effectiveness of state supervision 
is largely the result of the efforts of the 
National Association of Insurance Con- 
missioners,” Mr. Adams pointed out. 
“This voluntary body, neither invested 
with legal authority nor clothed with 
official power, by the sheer logic of neces- 
sity and the prestige of its own achieve- 
ments has become the very heart of the 
supervisory process. It provides a place 
where those charged with responsibility 
may take common counsel upon common 
problems. Matters of moment are subject 
to the clarifying force of debate. Every 
point of view is represented and every 
legitimate interest has a voice. General 


regulations ordinarily proceed upon gen- | 


eral agreement and usually bear the mark 
of maturity which comes from careful 
consideration. Thus the supplementary 
character of state supervision results in 
a democratic process of regulation hap- 
pily different from arbitrary methods so 
frequently associated with a_ single 
bureau, or worse still, an individual bu- 


reaucrat when clothed with complete | 


power. 
Can Be Won on Merits 

“The case for state supervision can be 
won upon its merits. It has justified itself 
upon the record. Without implying per- 
fection, it compares most favorably with 
any type of public regulation, exerted by 
an authority, of any sub-division of gov- 
ernment. I have high hopes that Congress 
will confirm state authority by soundly 
conceived and well considered legislation. 
With the situation seemingly so favorable 
I fervently hope that no one within the 
ranks of insurance, by hasty, rash or ill- 
considered action, in order to gain a tem- 
porary advantage or servea transient in- 
terest, will precipitate a crisis which 
might force us to choose between federal 
control and chaos.” 


INVESTMENT PROBLEM _ 


“The weight of change probably bears 
most heavily upon life insurance in the 
investment field,” Mr. Adams observed. 
“Since investment return enters funda- 
mentally into the calculation of guaran- 
teed premiums and in the past has been 


(Continued on Page 23) 
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Leading Life Offices of Chicago 
N.A.L.U. 55th Anniversary 


The offices listed on this page are leaders in the 
life insurance field in Chicago. They believe in the 
National Association and for what it stands, and 
through this medium extend their cordial greet- 
ings to the 55th annual meeting in Detroit. 





OUR RESPONSIBILITY 


The James M. Royer Agency of The Penn Mutual Life Insurance Company 
acknowledges the great responsibility and duty to serve more than fifteen 
thousand policyholders owning protection of over sixty-four million dollars. 


These policyholders represent a great cross section of our community and 
we recognize our obligation to maintain uninterrupted Penn Mutual service. 


With one-half of our field force in military service, those remaining have 
dedicated themselves to maintain the Agency’s obligation to our policy- 
holders and are contributing a great portion of their time to important war 
activities on the home front. 


S. EDWARDS 


ROCKWOOD 


As we journey onward, this Agency continues to grow. It showed another 
plus sign last year. As General Agent it is a great privilege to pay tribute 
to my associates. 
General Agent 
ETNA LIFE INSURANCE COMPANY 
120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone Andover 1920 


THE PENN MUTUAL LIFE INSURANCE CO. 
JAMES M. ROYER, General Agent 
120 SOUTH LA SALLE STREET CHICAGO, ILLINOIS 





W. A. ALEXANDER & COMPANY 


WADE FETZER, JR. JOHN H. SHERMAN 
GENERAL AGENTS of 


THE PENN MUTUAL 
Life Insurance Company 


135 South La Salle Street 








Reliance Life Insurance Company 
of Pittsburgh 
ILLINOIS DEPARTMENT 
111 W. Washington Street Telephone: Ran. 6588 







WILLIAM C. PECK, Manager 
Territory: Northern Illinois, Northern Indiana, Eastern Iowa 


Franklin 7300 






CHICAGO 





NEW YORK SAN FRANCISCO 
MINNEAPOLIS 


MARSH & McLENNAN 


THE The 
EWING AGENCY EQUITABLE LIFE 


PROVIDENT MUTUAL ASSURANCE SOCIETY 


THE FULLER AGENCY 


The Prudential Insurance Co. 
of America 
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OF THE U. S. 
LIFE INSURANCE COMPANY 


OF PHILADELPHIA - 
Founded 1865 Philip B. Hobbs 


Agency Manager 
WILLARD EWING Warren V. Wood 
General Agent ! P 


Agency Manager 


¢ Robt. R. Reno, Jr. 


Phone Randolph 6088 Agency Manager 


1205 Harris Trust Bldg. 
CHICAGO, ILL. 


29 So. La Salle St. 
CHICAGO 








- 


Phone State 0633 





Home Office: Newark, N. J. 
1246 Field Building 


TeL CENtral 3930 Chicago 


W. S. FULLER, Manager 


GEORGE L. SCHOMBURG 
BROOKS FULLER, C.L.U. 


Assistant Managers 


JAMES A. SHEVLIN 


Cashier 


JAMISON, PHELPS AND ASSOCIATES 


General Agency 
THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


An association of career underwriters who take pride in their work and the product they sell. 


We Maintain Specialized Depart- 
ments for Handling All 
Subjects of 


INSURANCE 


164 West Jackson Blvd. 
CHICAGO 


Indianapolis 
Buffalo 

Phoenix Los Angeles 
Pittsburgh Montreal 

Portland Duluth 
Seattle Columbus 
Vancouver Cleveland 

Milwaukee Boston 

Washington St. Louis 


London 
Detroit 





208 S. La Salle Street 




























TO THE NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 


LOS ANGELES 


IN 








Northwestern Mutual Life. 
Insurance Company 


e 
MURPHY AND WADE 
GENERAL AGENTS 


609 S. Grand Ave. Los Angeles, 14 








Floyd W. Forker, C.L.U. 


General Agent 


PACIFIC MUTUAL LIFE INSURANCE 
COMPANY 
Chamber of Commerce Bldg. 
1151 South Broadway 
Los Angeles, 15 








The Hoyt M. Leisure Agency 
Exclusively Brokerage 
LIFE—ACCIDENT—HEALTH—GROUP 
OCCIDENTAL LIFE INSURANCE 
COMPANY 


609 South Grand Avenue 
Michigan 3461 


Los Angeles 








MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
JOHN W. YATES 


General Agent for Southern California 


530 W. 6th ST., LOS ANGELES 
Yates & Van Stralen 


General Agents for Northern California 


it SUTTER ST., SAN FRANCISCO 


JACK WHITE, C.L.U. 
MANAGER 


Walter B. Furman, C.L.U. 
Asst. Manager 


H. H. Van Alstine 
Asst. Manager 
The Prudential Insurance 
Company of America 
Home Office, Newark, New Jersey 


448 S. Hill St. Los Angeles 


THE UNION CENTRAL LIFE 
INSURANCE CO. 
MARK S. TRUEBLOOD, Manager 
HENRY E. BELDEN, Associate Manager 


Southern California and Arizona 


609 S. Grand Ave. Los Angeles, 14 








Wilmer M. Hammond 


GENERAL AGENT 
* 


Aetna Life Insurance 
Company 


WALTER J. STOESSEL 
GENERAL ACENTS 
"Ralph L. Chambers, Asst. General Agent 
SOUTHERN CALIFORNIA AGENCY 
. 
National Life Insurance Company 
Home Office MONTPELIER, VERMONT 


Victor M. Shewbert 


HOME LIFE INSURANCE COMPANY 
NEW YORK 


510 West Sixth Street—Suite 628 











10th Floor, 810 So. Spring St. Los Angeles Purely Mutual Established 1850 Los Angeles 14, Calif. 
609 S. Grand Ave. Los Angeles, 14 Telephone: Tucker 4234 
The E. A. Ellis Agency W. T. SHEPARD Hays & Bradstreet 


Tom R. Simons—W. W. Stewart 
Agency Supervisors 
Pacific Mutual Life Insurance Company 
e 


523 West Sixth St. Los Angeles 





General Agent 
J. F. HACKMAN-—R. L. WALKER 
Associate General Agents 
The Lincoln National Life Insurance Co. 
“Link Up With The Lincoln” 


510 West Sixth St. Los Angeles 


GENERAL AGENTS 


® 
New England Mutual Life Insurance Co. 
of Boston 


609 S. Grand Ave. Los Angeles, 14 





Phinehas Prouty, Jr. 


GENERAL AGENT 
The Connecticut Mutual Life 
Insurance Company 


Melzar C. Jones and Associates 
Brokerage Department 


Kenneth Stoakes 
Agents Training 


530 W. 6th St. 


Los Angeles, 14 











Roy Ray Roberts Agency 
General Agents—Southern California 


ROY RAY ROBERTS, General Agent 


State Mutual Life Assurance Co. 
of Worcester, Massachusetts 


727 W. Seventh St. Los Angeles, 14 








Connecticut Mutual Life 
Insurance Company 
“SEIGMUND AGENCY” 


Lt. Com. William H. Siegmund, Gen. Agt. 
Sidney Y. Newcomb, C.L.U., Agency Mgr. 
Mark V. Kuhn, Brokerage Mgr. 


609 So. Grand Ave. Los Angeles 14, Cal. 
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The Track Ahead Is Clear 
With the Lincoln 


— Lincoln National Life is expanding its sales 

organization. Already operating in 41 of the 48 
states—with more than a Billion and a Half of life 
insurance in force—with full lines of par and nonpar 
Ordinary and with one of the most liberal and com- 
plete lines of Group coverage—The Lincoln National 
today offers unusual personal opportunity to the ca- 
pable, aggressive, ambitious field man. Many 


attractive openings in its sales force exist for 


THE LINCOLN NATIONAL 


Fort Wayne 1, 





general agents, district agents, supervisors, group sales- 
men, and personal producers. 

Exceptionally valuable general agency franchises 
are available in Philadelphia, Nashville and Fort 
Worth. 

If you feel you can qualify, if you are under 45, and 
if you want a clear track ahead on your route of per- 
sonal progress, write the Home Office today. 


Your inquiry will be held in confidence. 


LIFE INSURANCE COMPANY 


Indiana 
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The E. Walter Albachten 
Agency 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


1615 National Bank Building 
Cherry 5040 








ROI 





John B. Ames 


General Agent 


THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


2202 Buhi Bidg. 
Cherry 7710 


Edward J. Dore Company 


General Agent 


BERKSHIRE LIFE INSURANCE 
COMPANY 


2327 David Stott Bldg. 
Cadillac 3280 


Massachusetts Mutual 
Life Insurance Company 


GEORGE E. LACKEY & ASSOCIATES 
1680 National Bank Bldg. 
Cherry 3060 








E. P. Balkema, C.L.U. 


Agency Manager 


NORTHWESTERN NATIONAL LIFE 
INSURANCE COMPANY 


2132 National Bank Bidg. 


CharlesR. Eckertand Associates 


General Agent 


NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


2700 Eaton Tower 


Phoenix Mutual Life Insurance 
Company 


of Hartford, Connecticut 


JAY L. LEE, MANAGER 
1717 National Bank Bidg. 
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John S. Cooper and Associates 


Branch Manager 


NORTH AMERICAN 
LIFE ASSURANCE COMPANY 





Frank L. Klingbeil 


THE PRUDENTIAL INSURANCE 
COMPANY of AMERICA 











Lyman E. Malone 


Manager and Associates 
SUN LIFE ASSURANCE COMPANY 
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Association membership has shown remarkable 
growth and today the total is nearly two and a 
half times the 1928 mark. 


As one of the great war production centers of 
the world, the Detroit area is the “Arsenal of 
Democracy” and is proud of its successful efforts 
to provide our men on the war fronts with the 
most effective weapons with which to overcome 
our enemies. We are equally proud this week to 
be host to The National Association of Life Under- 
writers and its members who are rendering ser- 
vice in selling War Bonds and in maintaining the 
morale of the home front. 


Guests are cordially invited to visit our offices 
during their stay in Detroit. 
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Charles Carroll Otto 


General Agent 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


The Penn Mutual Life 
Insurance Company 


SETH W. RYAN, General Agent 
100! Detroit Savings Bank Bldg. 
Randolph 7100 


B. A. SCHAUER, General Agent 


Ray H. Wertz 


Manager and Associates 


RELIANCE LIFE INSURANCE 
COMPANY 
of Pittsburgh 


Michigan Department 
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Emphasizes Need for Keeping Score 


(Continued from Page 5) 





his card comes up on that day. Invari- 
ably he is impressed when I remind him 
that he suggested the call and his re- 
action is that I am trying to handle his 
insurance problems for him in his way; 
which is exactly the way I want him to 
feel. 

“A most important record is my daily 
work card, or route sheet. This, through 
habit, is made up at the end of each day 
for the day following. I have done this 
so long now I don’t think I could sleep 
well if it was not made out. There I list 
from 16 to 25 interviews to be made, 
those to telephone for service or appoint- 
ments, and letters to write. By listing 
more calls than I make, I am never at 
a loss as to where to go next. 

Four Classifications 

“Of the calls, I have divided these into 
four classifications—four of the ready-to- 
sell group (those ready to close), four 
new prospects, four policyholders, and 
four old prospects. (A prospect becomes 
an old prospect six months after my first 
fact-finding interview if he has not be- 
come a policyholder). These four classi- 
fications have been developed over a per- 
iod of years, checking against actual sales 


made. Checking back over a period, such 
as a month, I can tell whether I am doing 
the job right; and if not, invariably the 
solution is quite simple—see more new 
prospects, make more calls, etc.,” Mr. 
Morse explained. 

Several years ago, he found for instance 
he was getting 38% of his business from 
new prospects, but less than 25% of his 
calls were made there. He corrected this 
and an increased production resulted. 

Policyholders Best Buyers 

Policyholders are now his best buyers. 
An average of the last five years shows 
48% of his volume comes from this 
source, 29% from old prospects, and 23% 
from new prospects. Today his percent- 
age of calls in these groups is about equal 
to the volume obtained. “Now this looks 
at first glance like a well-balanced pro- 
gram; yet I definitely feel that future 
sales can be obtained easier from new 
prospects,” Mr. Morse observed. “So my 
plan is to increase my calls in this group.” 

For some years Mr. Morse has divided 
his new prospects into referred and those 
he obtains himself. Watching the volume 
sold in these groups, he finds in the last 
five years he has sold six times more to 


referred prospects. “So today I do prac- 
tically all my prospecting in this manner. 
It is much easier and I have found others 
very willing to help me.” 

The left side of his daily work card 
is columnized and at the end of the day 
Mr. Morse checks the calls made and the 
interviews. On the right hand side are 
two columns headed “Office” and “Field” 
with the hours of the day listed below; 
here, also, at the end of the day he checks 
where he spent his time, and he has found 
this most valuable. “When I get lazy, and 
I do, it shows that I am not getting to 
the office early enough. A recent check 
showed I was staying in the office until 
10:30 to 11:00, and I knew from 10:00 on 
is one of the best times for interviews. 
I alibi this by saying I am telephoning for 
appointments, etc.; nevertheless, I know 
I should be out—plenty of telephoning 
can be done between nine and 10 

Service Calls Listed 

“From the daily work card I enter on 
a monthly record sheet what I have done 
and I can tell if I am up to schedule. 
The figures tell me the story, and then I 
go to work on Steve Morse. It is not easy 
for me to do the things I know I should 
do, so I must constantly be watching 
them and myself.” 

Service calls are listed separately on 
the back of the card, so Mr. Morse can 
watch these and not do too much of it. 








LITTLE HUMAN TOUCHES MAKE THE GREAT INSTITUTION 





The Story of His “Soldier” Boy 


One day, a father watched his boy making a gun. The father grew 
troubled. “Ah!” he sighed. “Some day, that gun may be real.” 
Then, a friend made him think. “True, your boy may fight or fly 
for his country. But still you can protect him in one way.” “How?” 
asked the father. “By giving him now what he might never be 
able to get again, after the war is over,” said his friend, who was 
a life insurance agent. “Do you mean life insurance?” asked the 
father. “But at his age?” “Yes. If he is now under 15%, my com- 
pany will still insure him against any dangers.” “Even against 


war?” “Against any dangers whatever.” 


“And the cost?” asked the father. “At his age, it is small. It stays 
small all his life. And his policy has a ‘cash value’ which grows 
into an estate for him.” “Then this,” decided the father, “is not 


just insurance against the future—but for the future, too!” 


QUESTION: Which life insurance company insures boys through 
all future fighting, flying and other dangers? 


ANSWER: 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


NEWARK, NEW JERSEY 


(FROM OUR SERIES OF ADVERTISEMENTS IN NATIONAL MAGAZINES) 








However, service calls have led to some 
of his best prospects and he never turns 
down one given him by his office unless 
other engagements absolutely make it 
impossible for him to handle it prompt. 
ly. “When we do something for others, it 
is easy to get them to do something for 
us. Service calls are grand times to pros- 
pect! 

“In recent years, with so many young 
prospects in the service and many buying 
larger-than-average policies, haven’t we 
let our prospecting slip? I know I have, 
However, I intend to increase my efforts 
prospectwise even more than in my early 
years of the business. I feel it is self-pres- 
ervation to do this. Undoubtedly the next 
five years will bring a change in the kind 
of prospects. I can sell the amounts [ 
must sell to keep up my volume; and I 
plan to meet this situation when it comes 
through better-directed prospecting. 


Corrects Mental Attitude 


“We have all gone for two or three 
weeks without writing an application. I 
have and I get lower than a snake. What 
am I doing wrong? On checking the re- 
cords the necessary calls have been made 
and other results are up to standard. 
Has my public gone back on me? Have 
my clients suddenly reached the satura- 
tion point? Have my good prospects gone 
on a vacation? This is a tough one to 
answer; yet 99 times out of a 100 the rea- 
son is in my own head; mental attitude, 
they call it. 

“This mental attitude controls so much 
how I act and the results I get, it is prob- 
ably the most important part of our bus- 
iness that I myself can do something 
about. I can’t control other people’s think- 
ing; but what I think and do has a lot of 
influence on what I do and can get others 
to do. 

“One of the best cures I have found for 
low mental attitude has been prospecting 
—lots of it. In fact, a whole day devoted 
to prospecting is the best cure I know. 
I get new ideas, different situations, new 
problems, which invariably put me in the 
right frame of mind again.” 


Checks Source of Business 


Mr. Morse recently checked to see how 
long he had known the policyholders to 
whom he had sold individual amounts of 
$25,000 or more. He had not known a one 
of these men when he went into the busi- 
ness in September, 1932, and most of 
them when he sold them he had known 
for a comparatively short time. “What 
does this prove? Only that the cream 
business is coming from those I don’t 
know. I’ve got to keep meeting new 
people and if I am prospecting properly, 
the future has great things in store for 
me,” Mr. Morse declared. 

A prospect inventory is another im- 
portant record made up at the first of 
each month by Mr. Morse. This consists 
of those who should be good for sales 
in that month, their names, and estimated 
volume. This is made up of carry-overs 
from the previous month and new names 
who have intimated they will be ready 
to buy currently. He watches this list 
carefully and adds additional names as 
they are uncovered. Several times dur- 
ing the month he checks back to this list 
and directs his efforts to produce the bus- 
iness that is dormant there. Such a list 
to be healthy should contain five to eight 
times the volume he hopes to write. 


New Names Healthy 

To be healthy, this list should contain 
six to 10 names added during the month, 
Mr. Morse explained. “In other words, 
that many should be developed each 
month through prospecting and develop- 
ing needs. My prospect inventory keeps 
me on the track to my best chance for 
sales. 

“With the master file containing some 
2,300 cards—of the active, inactive, and 
to-be-cultivated classes—yet I only see 
from 80 to 140 different people each 
month and about 400 different people ina 
year; therefore, I have a problem of con- 
tacting these other not-so-hot prospects, 
the inactive, etc. Advertising, direct-mail, 
is my answer. 

“T had sent miscellaneous direct mail 
as the spirit moved me up to 1942: Then 
I decided this is a must project. I felt 
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FOR AMERICA’S BENEFIT 


Total War includes the home front—and here our chief enemy is inflation. 
ie this war Life Underwriters have the role of front line fighters—removing 
the dangers of inflation now, and at the same time providing the security we 
all want in the future. Long years from now people will thank the Life 


Underwriters for the work they are doing. 


Life Underwriters to many people are the bulwark of defense against uncer- 
‘tain futures—against certain problems which some day must be faced, and 
which should be solved now. Front line fighters, armed with application 
blanks and knowledge instead of guns, Life Underwriters are doing a large 
share of the hard work now in progress for America’s good. The Life Insur- 
ance Man can be as proud of his record on the home front as his sons and 


brothers can be proud of their records on the fighting front. 


In years to come, the men who make the Kansas City Life Insurance Company 
what it is will have the quiet joy of knowing they have been an immense help 
to other Americans—that they have been a potent factor in our country’s 
welfare. Kansas City Life Insurance Company Underwriters are helping 
their neighbors, their country, and themselves—and for that reason they and 


their Company are successful. 
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KANSAS CITY LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


W. E. BIXBY, President 
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ORGANIZED 


SELLING 








ETNA 


TNA 


Aetna Life Salesmen have conducted 
thousands of Estate Control Plan inter- 
views. And today they are finding their 
prospects even more receptive to this 
up-to-date method of analyzing and 
improving life insurance programs. 
Conscious of the compelling force of 
organized selling, they are working Es- 
tate Control to its limit and finding it 


effective to a gratifying degree. 





LIFE ORGANIZED SELLING 





LIFE INSURANCE COMPANY 
Affiliated Companies: 


The Atna Casualty & Surety Company 
The Automobile Insurance Company 
The Standard Fire Insurance Company 


of Hartford, Connecticut 

















so few in our business have used direct- 
mail with care of individuality that those 
who did would be outstanding, so I devel- 
oped a system of my own which has done 
an excellent job. In 1942, I sent out 4,500 
mailings of all types; 1943 about 6,000; 
and this year my schedule calls for over 
8,000. 

“A visible index system is used, class- 
ified by age, occupation, income, age 
change, policyholder, center of influence, 
and 16 different need classes. If a certain 
group (such as doctors or professional 
prospects) should be contacted, it is sim- 
ple to do it with my system. If our com- 
pany put out a good mailing for business 
executives, it is simple to get it to them. 
Today, many whom we are unable to 
contact are buying; and several have act- 
ually phoned me when they were in the 
market. This I credit to my direct-mail 
program—keeping my name before them, 
so when they were in the market, they 
thought of me.” 

Every six months, Mr. Morse spends 
about an hour going over these lists, re- 
classifying them, adding additional data 
regarding needs. For instance, he has all 
those whom he has contacted who are in 
service now, in one file so when they re- 
turn, he will develop a program to go after 
them in a manner and at a time which 
condition will dictate. There is no ques- 
tion but that this will be an important 
group in the not-too-distant future. 


Programming Is Used 

“Most of my soliciting is based on 
programming—about 250 records of my 
clients’ insurance are kept up each year. 
And as these are brought to date and 
settlement plans are reviewed or recom- 
mended, new situations and needs are 
developed and most of my referred pros- 
pects are obtained at these interviews,” 
Mr. Morse explained. 

“I feel that if people only knew the 
many and varied advantages of life in- 
surance the less would be our sales prob- 
lem. So anything that I can do to help 
them understand what they already own 
and what can be done with it, makes them 
want to own more. These records have 
proven this—75 to 85% of each year’s 
business comes from those for whom I 
keep the records, or prospects referred to 
me by them. 


Social Security Effective 


“Settlement plans are now background- 
ed by social security which has put the 
basis of programming on a well-received 
and easily-understandable plane. I en- 
deavor to sell the idea that the best in- 
surance for an individual to buy is the 
highest premium he can afford which will 
give him the protection he needs. So first 
must be developed his protection need; 
and with that as a plan, he has some- 
thing definite to work to. Different types 
of insurance are illustrated to show differ- 
ent costs and he selects the one best fit- 
ted to his financial ability. Often this 
leads to the sale of term insurance, but 
I firmly believe this is sound; in fact, my 
records show that 30% of my policyhold- 

ers who have died had term insurance, 
and it is doing a grand job for their fam- 
ilies. With all term sales is a recommend- 
ed conversion plan, and a substantial part 
of my first year commission comes from 
conversions—a_ profitable and _ easily- 
produced income, and well liked by clients 
who then ease themselves into an ade- 
quate protection plan which at first glance 
seems beyond their means. 

“Ever since I have been in the life in- 
surance business I have hoped for a nor- 
mal year, but no such luck; there is al- 
ways something trying to sidetrack me 
and that something is usually myself. 
With the aid of my records, I will con- 
tinue to work on myself, to try to get 
myself to do the things I know I should 
do,” Mr. Morse declared. 





T/Sgt. Barnes Is on Job 


T/Sgt. Donald Barnes, director of 
research for N.A.L.U., who is on leave 
and serving in the army air forces at 
New York, is handling the press room at 
Detroit. He i is on a 10-day furlough. He 
also served at the Buffalo mid-year meet- 
ing last spring, getting a three-day pass 
to be on hand. 


Help Keep Service 
Cover in Force 


(Continued from Page 5) 





obligations and his economic situation. 
The maintenance of such a program is 
one of the duties of a self-reliant Ameri- 
can citizen. 

“Many men will be discharged from 
the service with disabilities which render 
them poor insurance risks; they should 
not, in view of the very special value of 
insurance in such circumstances, allow 
irreplaceable protection to lapse simply 
because they do not understand its value,” 
Mr. Breining emphasized. 

Opportunity for Life Insurance 

“Life insurance, I am sure, fully recog- 
nizes its opportunity to be of service in 
helping the government to handle this 
problem. Many of the companies have 
already taken definite steps to assist in 
its solution. I am confident of the desire 
and purpose of those engaged in the life 
insurance business to do their part in ren- 
dering all possible service and assistance 
to our returning service men. Many of 
these men are your neighbors, friends and 
relatives.” 

Mr. Breining pointed out that the gov- 
ernment is in the business, not as a com- 
petitor of the companies, but to make 
available emergency protection in war 
time for those who are otherwise unable 
to procure it at a low rate because of the 
great additional risk incident to coverage 
of war time hazards. The group of per- 
sons who can own this insurance is defi- 
nitely limited to persons who saw active 
military service, he said. 

Answers Competitive Talk 

Some agents may, at times, have felt 
that a good many of their future pros- 
pects might have their insurance needs a 
little too well taken care of by the govern- 
ment insurance program. In answer to 
this Mr. Breining asserted that a large 
segment of the American public is learn- 
ing a great deal about life insurance be- 
cause of the government insurance pro- 
gram for service men. “Not only the men 
themselves, but their relatives and 
friends, have opportunity to learn of the 
blessings which flow from life insurance; 
of the provision through it, which even 
people in very moderate circumstances 
can make for their relatives; and of the 
way in which it can help to provide at 
least some measure of security, and aid in 
banishing the ever-present specters of 
poverty and want.” 

Increases Popular Concept 

The government’s insurance program 
will have the effect of increasing the pop- 
ular concept of the amount of insurance 
which persons in the ordinary walks of 
life should carry, Mr. Breining predicted. 
A recent study indicated that possibly 
not over 50% of the men in the armed 
forces owned individual policies of insur- 
ance prior to their entry into service, and 
that the average amount of insurance per 
life was probably not in excess of $2,000. 
It is therefore interesting to note that 
over 90% of those in the armed forces 
own National Service life insurance in an 
amount per life exceeding $9,000. 

The payment of proceeds of National 
Service Life policies in monthly install- 
ments is directing the attention of mil- 
lions of policyholders and beneficiaries to 
the concept of insurance benefits in terms 
of monthly income, Mr. Breining empha- 
sized. “While some beneficiaries do not 
at first seem to be entirely satisfied with 
this mode of payment, the larger ultimate 
value and the greater security for the 
future under this method are becoming 
more widely appreciated by both policy- 
holders and beneficiaries. A better under- 
standing by the public of the necessity 
for measuring insurance needs upon the 
basis of income provision for beneficiaries 
will assist materially the sound expansion 
of insurance.” 

Most service men have little compre- 
hension of how life insurance can serve 
them and their dependents in the future, 
when they are back in civilian life. “They 
are, preponderantly, a group of young- 
sters of an average age of 25 years, and 
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during their army life such matters natur- 
ally could not have very thorough con- 
sideration,” Mr. Breining pointed out. 

Information as to their insurance is 
furnished by the service departments to 
men at discharge including instructions 
as to payment of future premiums and at 
many of the discharge points insurance 
lectures are given. The Veterans Admin- 
istration has prepared and mails to each 
policyholder upon notification of his sepa- 
ration from the active service a special 
booklet which gives complete and detailed 
information as to the coverage, premium 
rates and conversion privileges. 


Not Favorable Occasion 


It must be conceded that the time of 
discharge when the man’s mind is cen- 
tered upon returning home is not the 
most favorable occasion for his thought- 
ful consideration of insurance matters, 
Mr. Breining pointed out. Nor is a great 
amount of time available for conference 
or discussion during the few days in 
which discharge will be accomplished. As 
the number of men passing through dis- 
charge points increases the difficulty of 
satisfactorily handling advice upon insur- 
ance matters upon a mass basis will be 
intensified. Necessarily much of the in- 
formation and counsel must be given in 
a general and rather wholesale fashion. 


“Insurance is an individual and per- 
sonal problem. It must be explained in 
various ways to various people. Ques- 
tions which the individual raises should 
be answered. Information which he de- 
sires should be furnished. He must give 
information as to his family and financial 
status before sound counsel and advice 
can be given. 

“It is, of course, recognized that the 
ultimate decision about the continuance 
of insurance, the amount, and the type of 
policy, rests with the individual policy- 
holder. But in a very large percentage 
of the cases the decision will depend upon 
a proper understanding of what life insur- 
ance is and what it will do. It is but part 
of the task to prepare written material 
regarding these matters and to furnish 
it to servicemen.” 


Status of Life Insurance 
Viewed by Claris Adams . 
(Continued from Page 14) 


one of the principal sources of dividend 
distribution, it was inevitable that insur- 
ance costs should rise. They have risen 
and the end is not in prospect. Life insur- 
ance as such costs less than it ever did, 
but the policyholder’s investment in life 
insurance reserves also yields him less, 
as all his other investments do. 


“The difference between the interest 
rates earned in 1929 and 1944 would 
yield, upon present assets of American 
companies, over $650 million. This is more 
than the total of new premiums for life 
insurance and annuities sold during the 
year. It would pay well over half the 
death claims incurred. It would enable all 
participating companies to more than 
double their dividends to policyholders. 
Or it would add in excess of 25% to the 
aggregate capital, surplus and contin- 
gency funds of the entire institution. 


Borrowers’ Market 


“Because of the nature of the funds in- 
volved, life insurance investments are re- 
stricted by law and confined even more 
strictly by the practice of most companies 
to securities reputedly of the most con- 
servative character. In this field there 
now exists a borrowers’ market such as 
never was dreamed of before. In the last 
15 years life insurance assets have in- 
creased by $20 billion, yet the companies 
have found outlets for only one-third of 
this sum through private channels. Last 
year these assets increased by almost 
$2.75 billion, yet every investment item 
save those of government bonds and 
cash, either virtually stood still or showed 
an actual recession. This dearth of suit- 
able investments, resulting in part from 
economic scarcity and in part from re- 
Sstrictions imposed, competition engen- 
dered and manipulation resorted to by 


government, co-existent with a large sur- 
plus of funds to invest, obviously has 
created an easy money market at a low 
interest level,” Mr. Adams pointed out. 
“How long this trend will continue is a 
question which stumps the experts. Co- 
gent arguments based both upon eco- 
nomic and political considerations sup- 
port the majority view that we are in for 
a protracted period of low interest rates. 


Safety is Main Factor 

“In an ultra-conscientious effort to 
serve the varying needs of policyholders 
under every conceivable and unpredict- 
able circumstance, not only during their 
lifetime but throughout those of every 
immediate and contingent beneficiary, 
perhaps we have issued contracts too 
rigid on the side of performance and too 
flexible in the matter of demand. Certain- 
ly under current conditions complicated 
options which contain guarantees, par- 
ticularly those which are to be projected 
far into the future, should be issued upon 
the basis of a most conservative mini- 
mum. The same influence affects and 
therefore the same principle applies to the 
interest factor in policy reserves, and to 
the net cost of contracts with a high con- 
tent of the savings element.” 

“What we must sell now is certainty in 
this uncertain world. Safety, not invest- 
ment return, will be our shibboleth. That 
always has been the principal appeal] of 


the soundest and most successful selling. 
Most great careers in life underwriting 
have been built upon fundamentals, not 
around particular policies, incidental 
features or conjectural costs. 


“Life insurance may cost more, and it 
may take more insurance to provide in- 
come adequate to maintain a given stand- 
ard of living. Conceivably this will ex- 
pand our market. People are more likely 
to buy more insurance than they are to be 
satisfied with less protection and less 
security which will result in a lower 
standard of life. Whatever the price, life 
insurance was never more clearly worth 
what it costs.” 


WHAT ABOUT FUTURE? 


Mr. Adams said he leans toward those 
forecasters who predict that, given a fair 
chance, this country will attain at least 
a substantial prosperity within a reason- 
able time after the war is over. It is in- 
evitable that full transition from a war to 
a peace time economy will result in tem- 
porary dislocations, he said. 

“Doubtless we will pass through vari- 
ous phases and successive stages of a 
whole series of transitions. However, 
presumably expert analysis based upon 
significant surveys, seems to indicate that 

American enterprise can readily support 








a peace time economy at a production 
level of from $140 to $150 billion per year. 
Upon this assumption it is estimated that 
employment will be provided for approxi- 
mately 55,000,000 persons. This would 
leave a margin of unemployed. Neverthe- 
less it does contemplate more jobs for 
more people at better wages, and there- 
fore a greater gross national income than 
ever before in peace time. 
Sound Market Ahead 

“If events follow predictions, life in- 
surance may look forward to a sound and 
satisfactory market in the years imme- 
diately ahead. Ours is a provident people. 
Toa vast portion of our citizenry security 
for themselves and their families is a 
highly cherished objective. A substantial 
national income widely diffused among 
the population will result in public sav- 
ings of great magnitude. If America 
prospers, life insurance will prosper, for 
in a significant aspect of our distinctive 
economy, life insurance is the American 
way of life. 

“The institution of life insurance, as it 
now stands, is one of the pillars upon 
which the American economy rests. It 
is a stabilizing influence and a sustaining 
force in our national life. It is a great 
private enterprise performing a great so- 
cial service upon a sound business basis.” 
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Oh, BUILDERS-OF-MEN PLAN 


IN OPERATION 
YEAR 1943 
TOP 50 MEN EARNED 


AN AVERAGE OF $8,658.08 


As reported to Department of Internal Revenue 


Companies are only as good as their Management. 


Plans of Operation are only as good as the results 


Results must finally be resolved into returns forthe producer. 


Is There a Reason for You to Be Interested? 


GUARANTEE MUTUAL LIFE 


Since 1901 


A. B. OLSON—AGENCY VICE-PRESIDENT 


OMAHA, NEBRASKA 
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Progressive Plans For 
American College Outlined 


Reporting on the seventeenth year of 
operations of the American College, 
President S. S. Huebner and Dean David 
McCahan outlined several progressive 
plans at the meeting of the College trus- 
tees Monday afternoon. 

Developments under way or in pros- 
pect are a refresher course for C.L.U.’s 
and candidates in the armed services, a 
handbook on public relations to be spon- 
sored jointly by the American College 
aad American Society of Chartered Life 
Underwriters, and the creation of a repre- 
sentative, annually-elected examination 
board to supervise C.L.U. study material 
and the content and the procedures as to 
examinations. 

A re-examination of the educational 
and experience prerequisites by a special 
committee resulted in the conclusion that 
the requirements are suitable and ade- 
quate. These prerequisites—particularly 
the educational requirements—have been 
subjects of occasional criticism due 
largely to misunderstanding, according to 
the report. 

The results of the series of 14 regional 
conferences by President M. Luther Bu- 
chanan of the American Society were 
highly commended. 

Graduates Number 2,549 

The total of those who have completed 
the entire series of C.L.U. examinations 
reached a new high at 2,549. In addition 
3,149 have credit for the completion of 
some of the five examinations. More than 
5,600 candidates have successfully com- 
pleted one or more of the examinations. 
It is estimated, in the report, that 11,000 
persons have participated in the C.L.U. 
studies formally or informally. 

It was possible to organize 96 study 
groups in 64 cities, representing 32 
states. The number of candidates enrolled 
in organized study groups is 1,151. 

John P. Williams, director of the edu- 
cational advisory department, made visits 
to 65 cities in the interest of organizing 
study groups. 

400 C.L.U.’s in Uniform 

About 400 C.L.U.’s are in uniform as 
are also over 700 candidates who have 
undertaken the examinations in part. 

The college is anxious that all C.L.U.’s 
and candidates in military service should 
return to their companies following the 
war and desires to help all to be reori- 
ented in every way as quickly as possible. 
More than 1,000 C.L.U.’s and candidates 
were written to, offering to provide them 
with refresher educational assistance. 

A committee gave consideration to re- 
fresher courses, and recommended that 
the educational officers prepare a series 
of four pocket booklets, one in each of the 


following fields—life insurance funda- 
mentals; economics, government and so- 
ciology; law, trusts and taxes; finance. 

The officers are now proceeding with 
this work. 

Extension of company cooperation in- 
cluded 14 home offices which furnished 
to the college lists of selected potential 
candidates to the C.L.U. designation ag- 
gregating 453 persons. 

During 1944 one new company C.L.U. 
association was organized, that of Home 
Life, bringing the total to 17 company 
associations. 

The cooperative fund for underwriter 
training for 1944-45, was contributed by 
96 companies on the basis of volume of 
ordinary insurance in force. 


University and College Cooperation 


At present 88 universities and colleges 
have given the American College assur- 
ance of their willingness to cooperate 
with its program of study, even under war 
conditions. 

The public relations committees of 
the American College and American So- 
ciety decided that an informative hand- 
book be prepared, and a campaign of dis- 
tribution organized, that would assure 
every C.L.U., and those interested in the 
movement, of a knowledge of the prin- 
ciples of public relations as they relate to 
the C.L.U., and knowledge of the opera- 
tion of the American College. 

The committee to reexamine C.L.U. 
prerequisites concluded that the educa- 
tional prerequisites and experience re- 
quirements now used are suitable and 
adequate, and should not be changed; 
that it would be impracticable and inad- 
visable for the college to set up its own 
program of admission examinations; that 
it would be unwise for the trustees to 
exercise the power of waiving the require- 
ments for individual candidates; that as 
respects treatment of returning service- 
men, the college should conform to the 
procedures generally adopted by institu- 
tions of higher learning; that officers and 
trustees should endeavor to present these 
requirements in a positive and construc- 
tive manner to the life insurance frater- 
nity. 





Rothaermel Host at 
Party for Jul Baumann 


W. M. Rothaermel, vice-president of 
Pacific Mutual Life, was host at a cock- 
tail party for about 100 Tuesday evening 
honoring Jul B. Baumann, Pacific Mutual 
general agent at Houston, trustee of the 
N.A.L.U., and chairman of the program 
committee for the Detroit conventilon. 





Schedule of Wednesday Dinners 





In the table below are given the com- 
panies that have dinner meetings sched- 
uled for Wednesday evening, the num- 
ber expected, hotel and room. Addi- 
tionally Phoenix Mutual is having a 
breakfast Thursday in Parlor H, Statler; 
Metropolitan an all day reception in the 
Bagley room, Statler, and Equitable of 
Iowa a dinner in the English room, Book- 
Cadillac. 

Aetna Life, 80, Statler, Bagley Room. 

Berkshire Life, 25, Cafe Madrid. 

Connecticut Mutual, 30, Detroit-Leland. 

Dominion Life, 45, Detroit-Leland, Silver 
Room. 

Equitable of Iowa, 130, Book-Cadillac, 
Reception Room. 

Equitable Society, 140, Book-Cadillac, 
Crystal Room. 

Fidelity Mutual, 25, Statler, Parlor D. 

Guardian Life, 15, Book-Cadillac, Suite 
500. 

lome Life, 30, Statler, Parlor B. 


Jefferson Standard, 25, Book-Cadillac, 
Parlor 


John Hancock Mutual, 50, Book-Cadillac, 
Washington Room. 

Lincoln National, 40, Book-Cadillac, 
Founder’s Room. 

Massachusetts Mutual, 100, Wardell- 
Sheraton, 

Occidental Life, 25, Statler, Salle Detroit 
Room. 

Mutual Life, 100, Book-Cadillac, English 


oom. 

National Life of Vermont, 100, Detroit- 
Leland. 

New England Mutual, 100, Statler, 
Wayne Room. 

New York Life, 40, Statler, Ivory Room. 

Northwestern National, 50, Statler, 
Michigan Room. 

Northwestern Mutual, 150, Statler, Ball 
Room. 

Ohio National, 25, Statler, Parlor A. 

Penn Mutual, 50, Book-Cadillac, Nor- 
mandy and C. 

Provident Mutual, 40, Statler, English 
Room. 

State Mutual, 40, Statler, Parlor F. 

Travelers, 45, Statler, Woodward Room. 

Union Central, 40, Fort Shelby. 
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(Continued from Page 3) 
style kept the proceedings moving and 
there was no lag, even in the late after- 
noon. There was considerable partici- 
pation in the discussion from the floor 
and on the topics of social security and 
agency practices there was sharp debate. 

Thursday evening was held the war 
bond conference at which there were 11 
speakers. There was brought out at that 
time the lessons that have been learned 
in the magnificent work that has been 
done by the industry so far that can be 
put to use in carrying forward the job. 
More than 100 participated. 

Also Tuesday evening there was a 
cocktail party and dinner of the Women’s 
Quarter Million Dollar Round Table. 

Wednesday morning the convention 
hall and approaches were jammed for the 
first general session. The opening period 
of the general convention is always the 
dramatic point of the week and even 
those conventioneers who travel a thou- 
sand miles and then do their best to keep 
their ears from being bent by speeches 
turn out when the curtain goes up. Presi- 
dent Hedges presided, the national an- 
them was sung, the invocation was given 
by Rev. Frank Fitt, minister Grosse 
Pointe Memorial Church and Lantz L. 
Mackey, Home Life, president Detroit 
Life Underwriters Association, gave a 
welcoming talk. 

Then came the messages from the spe- 
cial guests, this year they being: Grant L. 
Hill of Northwestern Mutual Life Insur- 
ance Co., speaking for the Association 
of Life Agency Officers of which is chair- 
man of the executive committee; Bruce 
E. Shepherd, actuary Life Insurance 
Association of America; James A Mc- 
Lain, president of Guardian Life, for 
American Life Convention of which he 
is president; John J. Gormley, Metro- 
politan Life, Toronto, for the Canadian 
Life Underwriters Association, he being 
president; and Holgar J. Johnson, presi- 
dent Institute of Life Insurance and a 
former president of the N.A.L.U. 


Formal Speaking Program 

Then the formal speaking program got 
under way with addresses by F. A. Morse, 
Northwestern Mutual, South Bend, Ind.; 
Herbert R. Hill, Life of Virginia, Rich- 
mond, and President Claris Adams, of 
Ohio State Life. 

Emphasizing that “you can’t tell where 
you are going unless you keep the score,” 
Franklin A. Morse, Northwestern Mutual 
Life, South Bend, Ind., gave a complete 
account of his method of keeping records. 
Pointing out that he doesn’t keep records 
because he likes to, Mr. Morse cited ex- 
amples on how they have guided him to 
greater production. Records are as im- 
portant to an agent as a cash register is 
to a merchant, he declared. 

The answer to improved sales tech- 
nique is a planned sales preparation cov- 
ering the main package sales, Herbert R. 
Hill, Richmond manager Life of Virginia, 
pointed out. By mastering planned sales 
presentations the agent generates self- 
confidence, makes more calls, experiences 
no tension in selling and becomes enthu- 
siastic about his work, Mr. Hill said. 


Adams Closes Session 

A comprehensive review of the prob- 
lems facing life insurance was presented 
by Claris Adams, president Ohio State 
Life, in a masterly address which closed 
the morning session. Life insurance is so 
closely interwoven with the nation’s econ- 
dmy that it cannot help but be affected 
dy the effort to channel economic forces 
to social objectives. Mr. Adams feels that 
there will be only limited expansion in 
social security benefits because of the 
serious fiscal problems facing the govern- 
ment. He was optimistic in regard to de- 
velopments growing out of the U. S. Su- 
preme Court insurance is commerce de- 
cision. The investment situation has in- 
creased the cost of life insurance but se- 
curity is essential and whatever the price 
life insurance was never more clearly 
worth what it costs than it is today, he 
declared. 

The physical conditions are such as to 
make fraternizing awkward. There is 


no natural central gathering place where 
one may be sure of spotting persons he 
wants to see if he stays there a few min- 
utes. Most of the meetings are at the 
Book-Cadillac, but the millionaires and 
the women are gathering at the Statler 
and company affairs are being held in still 
other hotels. Hunting up people is a 
prominent activity. 

Another obstacle to fraternizing is the 
absence of convention badges. Instead 
of a badge, admission to the sessions is 
by card. That means that instead of the 
sure-footed greeting “Hi, Joe. How are 
Mrs. Joe and the three children?” there 
is heard the desperate kind: “Hi, there. 
How’s everything up your way. Haven't 
seen you for awhile. How’ve you been.” 

The Detroit hosts are being compli- 
mented on the services that they are 
performing and -the arrangements that 
they made. The general chairman is 
George E. Lackey, Massachusetts Mu- 
tual, past president of the N.A.L.U. 

Inasmuch as the week got off to a 
later start than usual, it is likely that it 
will end up in stronger fashion. Conven- 
tioneers arriving on Tuesday that for- 
merly got to the convention city on Mon- 
day will be more likely to stay to the 
finish. Moreover the millionaires don’t 


start their session until Thursday after- 
noon and they will be going strong. In 
the past after a preconvention outing 
and meetings on Monday and Tuesday 
many of the millionaires have taken their 
departure by Wednesday. 

With so many company and agency 
and bureau and association leaders pres- 
ent there is an unparalleled opportunity 
this week to hold conferences on the 
multitude of assignments that have been 
given during the years to joint company 
and agency committees. A great many 
such conferences were scheduled ahead 
of time and others are being arranged 
on the spot. 


Executive Secretaries Meet 

The executive secretaries will hold a 
meeting at 2:30 p. m. Wednesday at 622 
Book-Cadillac, the Detroit association’s 
headquarters. Among the secretaries who 
will attend are: Ross Edgar, Pittsburgh; 
Paul S. Miller, Pennsylvania; Joy Lui- 
dens, Chicago; Bette Benson, Detroit; 
Margaret Becker, Illinois and Peoria; 
Sally Campbell, Cleveland; Ralph Burns, 
New York, and Charles Merz, Philadel- 
phia. 
Coffin and Lyter Attend 


Vice-president Vincent Coffin and Fred 
O. Lyter, assistant superintendent of 
agents, constitute the Connecticut Mu- 
tual home office representation. 











N.W. Mutual 
Dinner Host to 
Millionaires 


Northwestern Mutual Life, which has 
the largest representation of any com- 
pany in the Million Dollar Round Table, 
will be host at dinner to the round table 
members Thursday. The outgoing chair- 
man of the round table, A. J. Ostheimer, 
III, Philadelphia, is a Northwestern Mu- 
tual man. 

From the head office are expected: 
President M. J. Cleary; Vice-President 
Edmund Fitzgerald; Percy Evans, actu- 
ary; Grant Hill, superintendent of agents; 
Clarence Klocksin, legislative counsel, 
and Dr. D. E. W. Wenstrand, medical di- 
rector. 

Wednesday evening there will be a din- 
ner for all Northwestern Mutual people 
at the convention. 





Lt. Jack Morris on Hand 


Lt. Jack Morris, U.S.N.R., who in 
civilian life is advertising manager of 
Business Men’s Assurance, mingled with 
the convention group. He is stationed at 
Detroit handling advertising in the Wave 
recruiting program. 
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The Sun Shines Bright 
In My Old Kentucky Home 
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Truly the sun of prosperity reflects in Kentucky Home Mutual... an ageres- 
sive sales organization ... backed by active home office cooperation ... liberal 


agency contracts ... coupled with streamlined sales and prospecting plans. 


Our Agency Program continues to bring many new and well-qualified under- 
writers to our Field Staff. Some good agency openingsare available for qualified 


salesmen. Write us today, stating fully your experience and production record. 


fein 


LOUISVILLE *~%*%X%** KENTUCKY 


ELLSWORTH REGENSTEIN 


President 
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Improve Sales Technique by 
Prepared Presentations 


Stressing the necessity of improving 
sales technique if production is to be in- 
creased, Herbert R. Hill, Richmond man- 
ager Life of Virginia, emphasized the use 
of prepared sales presentations as the an- 
swer to the problems of making more 
calls, relieving tension and becoming en- 
thusiastic about one’s work. 

“Those of us who have been in life in- 
surance work for a long time sometimes 
get ‘near-sighted’ and forget to analyze 
our thoughts, our work plans, our atti- 
tude toward our work, etc.,” Mr. Hill 
pointed out. “In the same way a new 
man often fails to see our work in its true 
light; that is, he sees it only as a series 
of calls rather than as a major contribu- 
tion to the welfare of individual families 
and to society. 

“We know, too, if we are honest with 
ourselves, that few of us use our minds 
to anywhere the extent we are capable 
of doing. By directing our thoughts 
properly we can in many instances double 
our work efficiency. In other words, you 
can do what you will. 


“If mental attitude is so important, let 
us consider the results of an incorrect 
mental attitude and how it retards an un- 
derwriter’s progress. 

“First, the matter of making sufficient 
daily calls.) Why should we be reluctant 
to make the right number of calls each 
day? What causes us to hesitate to make 
calls? How many of us can hold up our 
hands right now and say honestly that 
we are daily making our full quota of 
calls? Finally, how many of us have a 
quota of daily calls and if we do, is it 
large enough to challenge us? 

“Very plainly, we cannot sell men un- 
less we see them. Thus, if we do not 
make enough calls, we simply sign our 
own production death warrants. There 
may be 100 men ready to buy today, but 
if we do not at least call on them, they 
cannot buy from us even though they are 
ready. 

“Second consideration of the results of 
a wrong attitude is that it causes us to 
have our interview under tension and 
strain. Does opening an interview or 


making a call cause you to be nervous? 
Does it make you less effective in your 
work? 

“Ts it worthwhile to remove the tension 
and strain from our work? I think so, be- 
cause working under such a strain con- 
tinuously is shortening our own lives. It 
makes us irritable at home and ineffec- 
tive in our work. In short, it makes life 
much less pleasant than it should be for 
ourselves and those around us,” Mr. Hill 


said. 

“Third and finally, in our thinking 
about how an incorrect mental attitude 
retards progress, I should list a lack of en- 
thusiasm for the day’s work. No man who 
lacks enthusiasm for what he is doing will 
be very successful for long. Enthusiasm, 
deep-seated enthusiasm, is particularly 
essential in life insurance work since we 
are dealing with intangibles. 


Must Eliminate Fear 


“If we are to make more calls, we must 
eliminate the fear of making calls, because 
if you analyze it, the primary objection to 
making calls is fear. Fear of the unknown 
—this is mostly a matter of securing in- 
terviews under false pretenses. Many of 
us have mistaken the problem of giving 
adequate and sound reasons why we 
should have an interview for the notion 
that we should fight to get an interview. 

















In your hands lies the opportunity 
of providing family security for 
fighters and workers during one of 
the great periods in world history. 
Your splendid success in this effort 
is a matter of record. May you 
gain additional inspiration at the 
N. A. L. U. meeting. 


The regard in which N. A. L. U. 
is held by the Shenandoah Life also 
is a matter of record, as indicated 


by the following paragraph from 
President Paul C. Buford's Decem- 


Shenandoah Lf 


INSURANCE COMPANY, 


S'S °RVOVNGS «« 





A SALUTE TO THE HOME DEFENSE ARMY 


ber, 1943 letter, appearing in the 
Company’s house organ: 


Underwriters. 


Roanoke 10, Veeginia 





“I want to say again that I would 
like to see each one of you a member 
of the National Association of Life 
This organization of 
field men, nearly thirty thousand 
strong, is doing a splendid job for 
the life insurance business and for 
life insurance underwriters. 
are a member, remember the slogan, 
‘Renew in December,’ and if you are 
not a member, join up.” 


2. Oo? 82S CBQaeaeaityvTs 
WSLS SHENANDOAH LIFE STATION 


If you 


Inc. 

















“Therefore, let us make it a ‘first rule’ 
never to ask for an interview unless we 
feel we have sound reasons for asking the 
prospect to give us his time. 

“Another objection to making more 
calls is the fear of being humiliated. Is 
there is the slightest reason to feel that 
prospects will humiliate us if we are at all 
prepared for the interview? 

“If we are to make these calls without 
strain and tension, we must have the right 
kind of confidence. I mean confidence 
first, in ourselves and second, confidence 
in the validity of the service of life i insur- 
ance. In other words, we must rekindle 
our own enthusiasm for the uses and sery- 
ices of life insurance. 

“Finally, we must have confidence in 
our ability to tell the story of life insur- 
ance interestingly and effectively. In 
other words, we must be able to deliver a 
sales talk comprising the right ideas in 
the right sequence, delivered by the use 
of right words. This story must be at 
finger-tip command and delivered with 
pleasing skill. 

“What can the average underwriter do 
to gain this all-important confidence 
which in turn will make calls a pleasure; 
gain interviews without tension; and in- 
crease sales of life insurance on a prop- 
er basis?” 

The answer lies in specializing in 
“package selling,” Mr. Hill declared. 

For the average agent, especially the 
new ordinary agent or the weekly pre- 
mium agent the “package sale” is the 
most feasible to specialize in. There are 
six main package plans: 

1, Readjustment income; 

- mortgage protection; 

. family income; 

. educational fund; 

. retirement fund; and 

. social security supplements. 

“To increase your production through 
an improved selling technique, select one 
of these packages, preferably the one 
covering a need most generally found in 
your particular prospect file,’ Mr. Hill 
advised. 


Learn Planned Presentation 


“Having decided upon the plan of in- 
surance you will use, learn a planned pre- 
sentation. Improved ‘selling technique im- 
plies the skillful use of a planned pre- 
sentation. To acquire this skill we must, 
first, realize the value of an effective pre- 
sentation. Second, we must develop the 
ability to give an effective performance, 
which implies a good story memorization 
or command of that story plus the phys- 
ical skill of proper delivery.” 

A good sales story must create desire, 
build convicton and secure decision and 
action, Mr. Hill said. 

“It isn’t hard to find an effective sales 
story. The hard part is going to be mak- 
ing yourself master it, which means 
not only memory work but practice and 
drill in the office until you have acquired 
the necessary skill for a real perform- 
ance.” 

“We have talked a great deal about 
the importance of prospecting, the im- 
portance of work habits, the importance 
of more knowledge, but let’s not forget 
that selling is our job. 

“Let’s remember that good selling re- 
quires a good story at fingertip comman 
which comes only from advance prepar- 
ation; that the necessary skill can only 
be acquired through drill; and, above all, 
that in this world, for better or for worse 
the pay-off is on applied skill far more 
than unused knowledge. 

“If you have never used a prepared 
sales talk, it will seem awkward to you 
at first but you will be surprised how 
fast you can gain skill,” Mr. Hill point- 
ed out. 

“When you have selected prospects for 
the particular plan you have mastered 
and begun your sales performances, you 
will be pleased how pleasant and easy 
each interview will go and finally how 
through presenting your plan, step by 
step in logical order, your prospect will 
agree with you step by step until the sale 
is closed. 

“Your finger-tip command of a sales 
story will give you confidence and Oe 
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Much Off-Record 
Discussion of 
Social Security 


In connection with matters of federal 
legislation, the greatest interest at the 
national council meeting attached to an 
off-the-record discussion of social secur- 
ity, in connection with an eight-point 
statement on social security, recom- 
mended by a subcommittee of the com- 
mittee on federal legislation headed by 
Judd C. Benson, Union Central Life, 
Cincinnati, who is also chairman of the 
general committee. The statement is not 
to be promulgated as representing the 
position of the National association on 
this subject unless it is approved by simi- 
lar committees of the Life Association of 
America and American Life Convention. 

Inasmuch as the National association 
already had gone on record as favoring 
state rather than federal supervision, no 
formal action was taken on that subject 
at this time. 

There was considerable discussion of 
‘some of the points in the statement, which 
was broken off by the adjournment for 
lunch and continued at the afternoon 
session. 

Baker Tells Washington Situation 

Before taking up the social security 
angle, Mr. Benson had summarized 
briefly the general report of the commit- 
tee on federal legislation and introduced 
Lawrence Baker of Washington, D. C., 
association counsel, who told of the pro- 
cedure followed in connection with legis- 
lative matters in Washington. He said no 
general revision of the internal revenue 
code can be expected until after the elec- 
tion and probably not until the new Con- 
gress comes in. In connection with the 
definition of life insurance in the wage 
stabilization regulations, he said he be- 
lieves progress is being made and that 
something will be done to improve the 
situation. 


He said that many pension trust plans 
that have long been delayed are now being 
cleared, and in that connection C. P. 
Dawson, New England Mutual, New 
York, chairman of the subcommittee on 
pension trusts, said there is a good pros- 
pect that they all may be cleared by Dec. 
31. He warned, however, that data should 
be submitted immediately, as there may 
be no further extension of time. 


Discrimination on Renewals 


Because of the fluid state of many legis- 
lative proposals, the report was rather 
inconclusive on a number of points, in- 
cluding that of taxation. The committee 
continues to urge amendment of the 
internal revenue code to remove the 
discrimination by which the value of inci- 
dents of ownership in an insurance policy 
is not treated like other property in regard 
to the estate tax. 

As a result of the decision of the U. S. 
Supreme Court in the Eubank case, it is 
no longer possible for an agent to give 

away during his lifetime all incidents of 
ownership in a renewal commission con- 
tract, with assurance that the income of 
such a contract would thereafter be tax- 
able to the person receiving the income. 
The committee says the rule now in effect 
discriminates against those holding con- 
tracts for renewal commissions as com- 
pared with those interested in other types 
of contracts such as those covering patent 
rights. 


Misunderstanding of Rule 


The committee says there is a rather 
general misunderstanding by underwrit- 
ers of the existing rule for taxation of in- 
come from renewal contracts received by 
the estate of beneficiaries of a decedent 
agent. In view of the fact that the com- 
muted value of renewal commissions to 
be received is included in the estate of the 
decedent, some have questioned the fair- 
ness of also treating such renewal pay- 
ments as taxable income to the benefi- 
ciaries. They looked upon these payments 
as an inheritance by the beneficiary from 


the deceased underwriter, which, under 
the general rule of income taxation, would 
not be considered taxable income. Fur- 
thermore, in the case of an agent who 
might leave a taxable estate, it was felt 
that the inclusion of the commuted value 
of these renewals in the estate and their 
later taxation as income to beneficiaries 
resulted in “double” taxation. 

It is stated, however, that application 
of the formula used by the senate finance 
committee in connection with the 1942 
revenue bill results in recovery of deduc- 
tions of the estate tax attributable to 
renewal values included in the taxable 
estate. In effect, therefore, such renewal 
income is not burdened with both estate 
and income taxes. 


Interest in Pierce Case 


Reference was made to the Pierce case 
recently decided by the tax court, which 
has been received with much interest by 
the companies because of its conflict with 
current regulations, holding that the en- 
tire amount received by a beneficiary in 
satisfaction of provisions of a policy re- 
quiring the insurer to pay in installments 
is exempt from tax. 

Considerable attention is given to exist- 
ing discriminations in connection with 
transferred contracts and the situation on 
reversionary interest. Continued support 
is urged for the Bridges bill and pending 
measures to allow insurance proceeds to 
be earmarked for payment of estate taxes. 

Substantial progress is reported toward 
revision of the regulations relating to the 
so-called 5% rule. The report emphasizes 
the inconsistency between the regulations 
of the commissioner of internal revenue 
and those of the War Labor Board on this 
point. 

A special sub-committee of pension 
trust laws and legislation, headed by C. P. 
Dawson, New England Mutual, New 
York, reviewed the discussions on this 
subject with treasury and internal revenue 
officials, the rulings made on pending 
cases and the bulletins and mimeographs 
recently released. 
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Move to Eliminate 
All Part-Timers 
Is Launched 


A move to wipe out part-timers in life 
insurance entirely was launched in three 
resolutions adopted by the trustees and 
approved by the national council at its 
meeting Tuesday, but not without con- 
siderable opposition. When a voice vote 
was taken there was some question as to 
the result, but a standing vote showed a 
majority for the resolutions. 

P. B. Rice, Equitable of Iowa, Harris- 
burg, chairman of the agency practices 
committee, in presenting the resolutions 
said they demonstrated conclusively that 
the agency practices code is not dead but 
is very much alive. The first resolution 
reaffirmed adherence to the code and 
called on all members and all companies 
for continued compliance with it. 


Take in Rural Agents 


The second put the association on rec- 
ord as favoring licensing in the future of 
only full-time representatives in both 
urban and rural areas, holding that the 
full-time rural agent enjoys the same op- 
portunities for financial success as the 
urban agents. 

The third resolution pledges the as- 
sociation to encourage and promote ac- 
tion by state legislatures with respect to 
adequate agents qualification laws, to the 
end that these policies be carried out. 


Part-Timers As Members 


The question was raised as to the status 
of part-timers who are now association 
members. It was stated that in the Blue- 
grass section of Kentucky three-fourths 
of the members are part-timers—bankers, 
teachers, etc. President Hedges said that 
if this program is carried out, they would 
have to get out of the business. 

Harold Ross of Houston said that in 
wide-flung territory such as that in Texas 
these resolutions would have a very seri- 
ous effect. The Texas association has 
done a good job on membership and it 
would be tough to have to tell part-timers 
who recently have been enrolled as mem- 
bers that they are now outlawed, particu- 
larly before adequate educational pro- 
gram is available. 


Many Originally Part-Timers 


Lester Becker, Lincoln National, St. 
Louis, said many of those in the room 
had started as part-timers and questioned 
whether it would be advisable to junk 
all of them in a single step. 

E. T. Proctor, Northwestern Mutual, 
Nashville, said that while Tennessee is 
now licensing only full-timers he does 
not consider it feasible to put a full-time 
man in a town of 2,500. He started as a 
part-timer, having been a teacher, and 
said he thinks a teacher is as well quali- 
fied to sell life insurance as a fire insur- 
ance agent. He declared that the effect 
of the action proposed would be to turn 
over all rural and small town business 
to industrial agents. 

Ernest A. Crane, Northwestern Mu- 
tual, Indianapolis, national trustee, also 
recorced his opposition. He said some 
of the big producers in the large cities 
also operate farms, auto agencies, etc., 
which they operate through hired man- 
agers. 

Grant Taggart, former national presi- 
dent, who lives in Cowley, Wyo., a town 
of 491, with possibly 15,000 or 16,000 
people in a radius of 50 miles, came to 
the defense of the resolutions as a small 
town agent. He said there is not room 
in a town of 2500 for representation of 
15, 20 or 30 companies, and in that case 
it would be necessary to enlist teachers, 
janitors and elevator men. 

He was seconded by a Pennsylvanian 
who said he always had made a living 
full-time in a town of 1,500 and that 
the problems of rural and urban agents 
are identical. 

“Looking toward the postwar period,” 
the report says, “when we feel that we 
will not only experience considerable dif- 
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Wants Two Candidates 


For Secretary Presented 
(Continued from Page 4) 
said that three points must be considered 
in connection with trustee candidates— 
qualification, company affiliation and geo- 
graphical location. It always has been the 
policy to give representation on the board 
to the various classes of companies but it 
would be difficult to maintain this balance 
if the trustees were selected by districts. 
It would even be possible that all or a 


majority of the trustees would be repre- 
sentatives of the same company. 
Furthermore, in a district containing 
several important states, as for example 
in the one which now includes Wisconsin, 
IIlinois and Indiana, there would un- 
doubtedly be a system of rotation among 
the states, and even if a state did not have 
a top-flight man the year it was entitled 
to name the candidate, it would still insist 
on its right to make the selection. 
However, he said the objective of se- 
curing greater participation in the selec- 


* * 


To THE NATIONAL ASSOCIATION 


From the capital of the Buckeye State, The Midland Mutual 
Life extends greetings to members of The National Association 
of Life Underwriters attending their 55th annual meeting 


Back in 1906 — 38 years ago — when Midland Mutual 
started writing business — The National Association had 
2,556 members compared to 32,413 on June 30—nearly 13 
times as many. In its first year Midland Mutual got off to a 
good start with $278,100 new business. From that initial nest 
egg our insurance in force expanded to $143,639,036 on 


* * * 
* 

in Detroit. 
* 


June 30. 


We are glad to cooperate with The National Association 
in its endeavors to constantly better the business just as we 
work hand in hand with our agents in aiding them to achieve 


consistent progress. 


tion of candidates is important, and the 
committee therefore recommended that 
the state associations be charged with 
greater participation in the choice of 
candidates for office and members of 
N.A.L.U. committees. He said several 
state associations already have appointed 
committees to work along this line. It is 
hoped in this way to increase the number 
of candidates and it was for that reason 
that the committee recommended that 
there be no limit on the number of candi- 
dates presented to the council. 


* * * 
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In connection swith the recommenda- 
tion that two candidates be nominated for 
secretary, it was to be presumed that sey- 
eral years of training would be desirable 
for any man elected president of the Na- 
tional association and therefore it was 
thought that competition for the office of 
secretary should be encouraged. 

At the annual meeting the national off- 
cers, trustees and committee chairmen as 
usual were seated on the platform, in 
front of a velvet back drop bearing the 
legend, “America’s Life Insurance—An 
Instrument of Social Service.” 


Hedges Summarizes Report 

President Hedges in opening the coun- 
cil session expressed his pleasure in the 
fact that holding the convention in De- 
troit had given an opportunity to wel- 
come so many Canadian representatives, 
He introduced George E. Lackey, Massa- 
chusetts Mutual, general chairman of 
the Detroit convention committee, who 
gave a brief greeting from the host city, 

He summarized briefly some of the 
highlights of his report on the year’s ac- 
tivities which was to be given at the gen- 
eral session Wednesday. 

Miss Ellen W. Putnam, Rochester, N, 
Y,. reporting for the women’s division, 
called attention to the fact that 4,100 new 
women agents have entered the field the 
past year, 900 in the ordinary field and 
3,200 in the weekly premium business and 
that the great effort of her committee has 
been to bring these new women agents 
into the associations. Steps also have been 
taken toward cooperation with the newly 
established women’s division of the Insti- 
tute of Life Insurance. 

Paul Dunnavan, Canada Life, Minne- 
apolis, reporting for the committee on 
cooperation with trust committee, said 
that while there are 23 trust councils in 
operation, there is need for more groups 
interested in advanced underwriting, 
leaving the trust council idea to the larger 
cities where there is a field for it. 

Harold W. Breining, assistant ad- 
ministrator veterans administration, a 
special guest speaker, said he had spent 
his entire life in life insurance, not in the 
agency department but on the fiscal and 
underwriting side. He said he had, how- 
ever, made one observation on the sales 
side—that the important thing is not to 
sell a policy but to sell insurance. He ex- 
pressed the belief that National Service 
life insurance will ultimately have a favor- 
able effect on private insurance. 

Maj. Horace H. Wilson, of the Ad-. 
jutant General’s Office, who before enter- 
ing the service was general agent of 
Equitable Life of Iowa, and an active 
member of the New York association 
also commented on the extent of Na- 
tional Service life insurance, the way in 
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which it has been handled and how as- 
sistance can be given by life insurance 
men. 

In replying to a complaint regarding 
delay in payment of claims, Mr. Brein- 
ing said when he left Washington there 
were only 42 cases pending. 


Hear Affiliated Organization Heads 

M. Luther Buchanan of Boston, presi- 
dent of the American Society of C.L.U.; 
A. J. Ostheimer, 3d, Northwestern Mu- 
tual Life, Philadelphia, chairman of the 
Million Dollar Round Table, and Miss 
Elsie M. Matthews, Manhattan Life, 
Montclair, N. J., chairman of the Wom- 
en’s Quarter Million Dollar Round Table, 
were introduced and spoke briefly . 


W. H. Andrews, Jr. and Clifford H. 
Orr told of the war bond campaign. 
James E. Rutherford, executive vice- 
president said that at the mid-year meet- 
ing it is planned to hold meetings of all 
committees in the evening and asked the 
approval of the council for the idea, which 
was given. 

Memorial resolutions were adopted for 
Lawrence Priddy of New York and A. O. 
Eliason of St. Paul, both former National 
association presidents, who died since the 
last meeting. 


Marsh Unable to Speak 

Lt. Col. John D. Marsh, who in civilian 
life is general agent for Lincoln National 
Life at Washington was to speak on the 
personal affairs program in the air trans- 
port command—work which has life in- 
surance ties and in which life insurance 
men are making a contribution, but was 
recalled to Washington after his arrival 
in Detroit Monday. 

It was Marsh that originated the idea 
of a personal affairs division and the sys- 
tem has been duplicated by the entire 
army. In the ATC personal affairs divi- 
sion there are 100 officers and 300 enlisted 
men and of that number 75 are former 
life insurance men. It is with this division 
at New York that T/Sgt. Donald Barnes, 
research director of N.A.L.U., is con- 
nected. 


Broaden Approach 
to Compensation 
Issue, Connell Urges 


The necessity for broadening the ap- 
proach to the question of agents’ com- 
pensatign to take into consideration the 
best methods of distribution and servic- 
ing of life insurance was emphasized by 
Clancy D. Connell, Provident Mutual, 
New York, in his report on behalf of the 
compensation committee. He said that 
at the joint conference with the commit- 
tee of the Sales Reserach Bureau some 
members of that committee agreed that 
too much stress had been placed on for- 
mulas and rates of compensation and too 
little on the other factors involved. He 
praised the step taken by the bureau in 
the formation of the new management 
committee, headed by W. P. Worthing- 
ton, Home Life. 


Mr. Connell said the job of the agent 
has never been adequately defined, that 
his committee had been working on the 
idea of preparing a blueprint along that 
line and that the trustees now have in- 
structed the committee to prepare such a 
blueprint. 


He reported that 57 companies now 
have adopted retirement plans and 25 
have made provision for service fees. 


Leighton Attacks Special Policies 


W. S. Leighton, New York Life, Min- 
neapolis, said that the committee is to be 
commended for the good work it is doing 
and has done in connection with improv- 
ing the compensation for agents. How- 
ever, he said he failed to find anything in 
the report about a very serious trend 
which directly affects agent’s compensa- 
tion. That is the steadily increasing num- 
ber of companies which are introducing 
so-called preferred risk and other low 
premium contracts, usually with lower 
percentage rates of commission for the 
agent. “This trend in increasing degree 
nullifies to a great extent the good work 
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the committee is doing and in my opin- 
ion should be investigated and studied 
immediately. Not only are more and 
more companies bringing out these lower 
premium, lower percentage of commis- 
sion contracts, but the trend to reduce 
agent’s commission is evident in nearly 
every type of new contract introduced.” 


He said the original policy of that type 
by the ordinary companies “was a rebate 
and a discrimination then, and it is a re- 
bate and discrimination now, and, as a 
matter of fact, so are all these competing 
policies brought out by the other com- 
panies, because every advantage given the 
insured in these special polices has been 
done at the expense of the agent. If the 
agent himself did it, he would be guilty 
of rebating. The companies doing it by a 
special policy are discriminating. Both 
practices are against the existing laws of 
every state in the Union.” 


He referred to the recent death of Law- 
rence Priddy, whom he characterized as 
one of the great life insurance agents of 
all time. 


“Nearly 30 years ago,” Mr. Leighton 
said, “his company and mine brought out 
one of these special contracts at a reduced 
premium and a reduced percentage of 
commission. At that time he was presi- 
dent of the New York association. At the 
very next meeting he addressed the asso- 


ciation, told them what his company had 
done and swore he would never write one 
in his life, and also told President Darwin 
P. Kingsley just what he had told the 
association. The policy was withdrawn 
immediately. 


Agents Shouldn’t Bear Burden 


“TI constantly hear that nothing can or 
should be done for the agent which will 
in any way increase the cost of insurance 
to the public,” Mr. Leighton continued. 
“That may be true but there certainly is 
no reason to decrease the cost at the ex- 
pense of the agent. Just why the agent 
alone, of all the people in this business of 
ours, ‘should work for less and less com- 
mission on lower and lower premiums is 
beyond my understanding. 

“Agents have been paid little enough 
and the TNEC certainly brought that to 
light. The New York State insurance 
laws: established a low enough commis- 
sion and loading limit on premium rates 
which they felt it fair for the public to 
pay for their insurance protection. There 
is no reason why any part of the public 
should receive their insurance at a dis- 
count. 

“T believe you will agree with me that 
most insurance people are not too happy 
about the recent Supreme Court deci- 
sion declaring insurance to be commerce. 


(Continued on Page 34) 
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Want to Be Included Under SS Act 





(Continued from Page 8) 


council survey indicates that 67.7% favor 
inclusion. General agents form the larg- 
est percentage group who are not in favor 
of having underwriters included, but even 
in that group approximately 64% favor 
inclusion. Those members who are al- 
ready included in the present act are 
somewhat more inclined to believe that 
all underwriters should be included than 
are those who are not presently included, 
but clearly, the majority are in favor of 
having life underwriters included. 

The membership of the National asso- 
ciation is more interested in the provision 
for old age benefits than in dependent 
coverage and this thinking holds true 
even among those members who have de- 
pendent children, although the percent- 
age, as might be expected, is not as 
marked. 

The social security system in its pres- 
ent form is practicable and can be worked 
out successfully in the opinion of 65%. 
However, 16% believe that it will not 
work out successfully, while 18% are at 
the moment undecided as to the practic- 
ability of the present act. There is no 
marked difference in the opinion of agents 
on this particular question as compared 


with the opinion of those in the other em- 
ployment categories. 

In considering whether or not present 
coverage should be extended to cover all 
workers, there is no marked difference 
in the thinking on this question when the 
various employment categories are con- 
sidered separately. 


There can be no question but that a 
large majority of the members of Na- 
tional association feel that the present 
subsistence level (maximum of $85 per 
month) should not be increased under 
any circumstances. A preponderance of 
those who are included and those not in- 
cluded, as well as those having dependent 
children or not having dependent chil- 
dren, all agree, to the extent of 75% to 
80%, that the maximum should not be 
increased. It should be pointed out that 
on this particular question 40.9% of the 
agent group in the Illinois survey feel 
that the limit should be raised, whereas 
only 14.5% of the agent group in the Na- 
tional association council believe that the 
maximum should be increased. 


The survey indicates clearly that mem- 
bers feel that it is not the proper function 
of the federal government to provide ad- 
ditions to the existing coverage for old 





A TRIBUTE TO LIFE UNDERWRITERS! 





pension at 65. 


When Leaders Are Needed 


- « IN WAR BOND SALES, RED CROSS 
OR COMMUNITY FUND DRIVES 
- OR - 


IN HELPING INDIVIDUALS protect their homes, educate their chil- 

dren or provide for old age, the LIFE UNDERWRITERS—particularly 

those who are N.A.L.U. members—are always in the foreground doing 

splendid work. We congratulate them on their civic leadership, as 
_well as on their work in the Association. 

INDIANAPOLIS LIFE points with particular pride to its own Associ- 

ates in the field and to its part with them in — 


—BUILDING QUALITY BUSINESS 
(Reflected by a very low lapse.) 


—BUILDING A PROFITABLE CAREER 


(Indianapolis Life men are known for 
their high average earning.) 


—BUILDING A SECURE FUTURE 
through lifetime service fees and a 


INDIANAPOLIS LI 


F: 





EDWARD B. RAUB 
President 





INSURANCE COMPAN 


INDIANAPOLIS 7, INDIANA 
A Legal Reserve Mutual Company Organized in 1905 


QUALITY, SERVICE, SAFETY 


Agency opportunities for career men in Indiana, Illinois, 
Texas, Ohio, Michigan, Minnesota and lowa. 


=<! 


A. H. KAHLER 


2nd Vice-President 
Supt. of Agencies 





age and survivors insurance. The council 
survey indicates that 81.1% and the IIli- 
nois survey indicates that 53.4% share 
this opinion. The surveys indicate that 
opinions on this question are influenced 
to some degree by whether or not mem- 
bers are presently covered. The most 
significant fact regarding proposed ad- 
ditions to the present coverage is that 
those desiring such additions have a 
dominant interest in total and permanent 
disability benefits with no significant 
numbers being interested in coverage for 
medical services, hospitalization or tem- 
porary disability. 

It is clearly indicated that those mem- 
bers who believe that the present act 
should be extended to cover life under- 
writers are quite willing to have the pro- 
gressive tax schedule, calling ultimately 
for 3% each from employe and employer, 
made operative before consideration is 
given to expanding the benefits. There is 
every indication that agents have a clear 
realization of the ultimate cost of such 
benefits and strongly desire to have the 
system adequately financed; and believe 
that no consideration should be given to 
expanding the benefits until the progres- 
sive tax is operating at its top level. 

The most decided opinion expressed by 
both the Illinois association and the coun- 
cil surveys was that pending legislation 
designed to provide broad additional 
benefits and services, estimated to require 
6% from employee and employer, should 
not be enacted. 


Against Tax Hike 

The surveys definitely indicate that 
85% are not in favor of additional benefits 
being provided if it is to place a tax bur- 
den of 6% on employes and employers, 
65% believing the present progressive 
tax should be made operative, while at 
least 85% feel that legislation providing 
for additional benefits and services should 
not be enacted after consideration is given 
to the estimated aggregate 12% payroll 
tax. It is also significant that there was 


little difference in the opinions of those 
who are currently covered and those who 
are not. 

The council group feels that wide social 
security coverage would have an unfavor- 
able effect on individual initiative and 
thrift. It is significant that the agent 
group, whose opinion should be most 
valuable because they actually talk to 
prospects, were of exactly the same 
Opinion percentage-wise as the entire 
group. 

While the Illinois survey does not in- 
dicate quite so pronounced an opinion on 
this point, the fact remains that a ma- 
jority believe it would tend to affect in- 
dividual initiative and thrift. 


Use SS in Selling 


The survey conducted by James Ruth. 
erford, executive vice-president among 
the active members in New York City, 
New Haven, Conn., Maine, New Hamp- 
shire and Rhode Island substantiates the 
conclusions indicated in the council and 
the Illinois surveys, so far as the number 
of members who are currently covered 
by social security, the number who will 
enjoy the benefits of a company retire- 
ment or pension plan, and those who de- 
sire to be covered by the present social 
security act. This report indicates that 
out of the 45.2% not covered, 72.1% de- 
sired to be included. 


The Rutherford report also covered the 
use of the present social security system 
in furthering the sale of new life insur- 
ance. The report indicates that 95% of 
all companies have taken cognizance of 
the “sales” opportunities presented by 
the present social security act and have 
developed sales procedures designed to 
coordinate private life insurance with the 
benefits of the act. They have also taken 
occasion to instruct their agents in the 
proper use of these sales procedures. In 
addition 91% of the members answering 
the questionnaire have used the old age 
and survivor insurance feature to aid in 
selling life insurance and 86% of those 
answering expressed an opinion that it 
had actually increased the amount of in- 








IMPORTANT POINTS YOU SHOULD KNOW ABOUT 
GREAT AMERICAN LIFE 


1. 


That your efforts with this company are 


being appraised by home office execu- 


tives who are salesminded. 


2. 


That the home office staff has intimate 
knowledge of conditions in the field 


through actual working experience. 


3. 


That the management has always di- 
rected financial policies to assure Great 


American Life men they are selling the 
soundest possible insurance values .. . 
in the form of truly "salable" contracts. 


THE 
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LIFE INSURANCE COMPANY 


HUTCHINSON-KANSAS 
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surance which they were able to sell. 

The Illinois association survey was 
conducted by the Life Agency Managers 
of Chicago, Philip B. Hobbs, Equitable 
Society; John D. Moynahan, Metropoli- 
tan Life, and Freeman J. Wood, Lincoln 
National, being on the committee. Con- 
tinental Assurance and Metropolitan Life 
tabulated the results and Union Central 
Life printed the report. 


Mass. Mutual Has Many 
Activities at Detroit 


The executive committee of the general 
agents association of Massachusetts Mu- 
tual Life, together with about 12 other 
general agents of that company and a 
number of head office executives held 
sessions in Detroit Monday and Tues- 
day with J. W. Tyson of Richmond, 
president of the association presiding. 
A dinner for all Massachusetts Mutual 
representatives is scheduled for Wednes- 
day evening and that group is expected to 
number about 175. George E. Lackey, 





Detroit general agent and former 
N.A.L.U. president, will give a welcom- 
ing talk. , 


The home office group includes Chester 
O. Fischer and James A. Behan, vice- 
presidents; James M. Blake, manager of 
field service; L. M. Huppeler, assistant 
director of agencies in charge of pension 
trusts; H. H. Irwin, educational director, 
and Agency Assistant Emanuelson. 





Pennsylvania 100% for Orr 

A poll of the 26 local associations in 
Pennsylvania indicated 100% representa- 
tion in Detroit with unanimous endorse- 
ment for Clifford H. Orr, National Life 
of Vermont, Philadelphia, for trustee Na- 
tional Association of Life Underwriters. 
They urge his reelection because of his 
splendid record in various capacities in 
association work through the years, par- 
ticularly as sales director for the national 
war bond activities of the N.A.L.U. 


National's General 
Agents Confer 


More than 60 general agents of Na- 
tional Life of Vermont and 12 execu- 
tives from the home office attended the 
general agents’ conference in Detroit 
this week, starting with a fellowship din- 
ner Sunday night, at which President 
Elbert S. Brigham spoke on “What’s 
Ahead.” Other home office men in at- 
tendance included L. Douglas Meredith, 
vice-president and finance committee 
chairman, who spoke Monday on the 
National’s Financial Status; Herbert R. 
Pierce, vice-president and_ secretary; 
H. H. Jackson, actuary; Dr. Edwin A. 
Colton, medical director; D. Bobb Slat- 
tery, superintendent of agencies; Karl G. 
Gumm, Francis L. Merritt and Adam E. 
Littig, assistant superintendents of agen- 
cies; Walter G. Nelson, Jr., attorney, 
and G. Wendell Williams, clerk pension 
trust committee. 

Vice-president E. D. Field, who was 
to have given the keynote address at the 
Monday session, was unable to attend be- 
cause of a sacro-iliac injury, and Mr. 
Slattery read his paper. Especial interest 
was taken in the panel discussions on 
“Agency Problems and Solutions,” with 
Mr. Slattery as chairman, and on “Pen- 
sion Trusts,” in charge of Mr. Williams. 

National is giving a dinner at the 
Detroit-Leland hotel Wednesday night 
for all its agents who are attending the 
N.A.L.U. meeting. There are more than 
100 of them on hand, the largest number 
ever registered for a national association 
convention. 





United Benefit Men on Cruise 


Four home office executives of United 
Benefit Life, S. C. Carroll, vice-president; 
C. S. Adams, assistant to the president, 
W. E. Huggins, superintendent of claims, 
and H. C. Carden, superintendent of 
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PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


(A CALIFORNIA CORPORATION) 
HOME OFFICE, LOS ANGELES, CALIFORNIA 
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agencies, with their wives, arrived Wed- 
nesday.to take part in the lake cruise ar- 
ranged by Earl B. Brink of Detroit, 
Michigan manager. There will be 386 
on the cruise, including 14 managers 
from other states, extending as far east 
as New York. 





Detroit Headquarters Expanded 

The Detroit association has expanded 
its headquarters at 622 Book-Cadillac 
Hotel to include a conference room for 
committee meetings. Bette A. Benson, 
executive secretary, has been busy get- 
ting arrangements for the convention in 
shape. She has been in her post since 
January, having formerly been with the 
Northwestern National Life’s home office 
in Minneapolis. The Detroit association’s 
library project is making progress and 
the bookcases in the headquarters office 
are rapidly being filled. 





Lawrence Has Cox in Tow 

H. C. Lawrence, Lincoln National, 
Newark, flew to Detroit Sunday with 
Carleton Cox, Metropolitan Life, Pater- 
son, N. J. Mr. Cox is a candidate for 
trustee and Mr. Lawrence is his cam- 
paign manager. Mr. Lawrence laughingly 
recalls that he was twice an unsuccessful 
candidate for trustee. He says he now 
has a winner in tow. 


Latest Sales Helps 
On Display at 
N. U. Booth 


All the latest. sales helps and educa- 
tional material are on display at The 
National Underwriter booth on the fourth 
floor of the Book-Cadillac Hotel, includ- 
ing Meyer Goldstein’s pension plans, 
golden rule insurance calculators, the 
Hiller budget slide rules, social security 
slide rules and calculators, P. H. Graven- 
gaard’s business insurance books, the 
Estate-O-Graph, and the Diamond Life 
Bulletins. A. J. Edwards, Detroit 
manager, is in charge, assisted by Albert 
S. Cutler, Chicago, and William J. Smyth, 
New York. 





Mutual Life Contingent 

From the home office of Mutual Life 
there are A. E. Patterson, executive vice- 
president; Roger Hull, vice-president; 
Harry Cadwell, superintendent of agen- 
cies; Roger Bourland, director of sales 
promotion; Ben H. Williams, director of 
training. 





pe se only CHE MAM HOW eee 


a very young man... just five years old. Taking 
Daddy’s place is a pretty big job, but he will do it 
in the years to come. For through Life Insurance, 
John preserved for us our heritage of Liberty, 
that is America. His faith is our faith. His strength, 


our strength. 


Just a few pews away sits Bill Brown, the man 





who wrote our Insurance. He knows how near 


we came to losing this heritage. The times when 
the load seemed almost too much for us to carry. 
Those were the times he counseled us, encour- 
aged us, worked with us. Yes, our fight has been 


his fight too. We have no finer friend.” 


Thus, another medal is bestowed on Bill Brown. 





THE FARMERS & BANKERS LIFE 


RADIO STATION KFBI 


H. K. LINDSLEY, PRES. 


WICHITA, 


f. B. JACOBSHAGEN, VICE PRES., SEC'Y 


INSURANCE COMPANY 


KANSAS 1070 KILOCYCLES 
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We sell ’em 


from BIRTH 


Juvenile is big business with 
us. 

We encourage it — and the 
response of our agents to the 
opportunity is gratifying. 

The Juvenile field opens up 
additional thousands of pros- 
pects, with 3 million new ones 


coming along each year. 


Our selling aids for Juvenile 


are effective. They include: 


1. The Six Step Sales Plan 
2. The Baby Letter 

3. The Baby Book 

4. The Juvenile folder 


The folder explains the need, 
and is used in the canvass, or as 
pre-approach. It also has an 
illustration of our popular Spe- 
cial 20 P. E. 65, which is an 
unusually attractive form and 
our best seller in the Juvenile 
line. 

On request, we will gladly 
send any of the material men- 
tioned above. Write E. P. Oertel, 
Assistant Vice President. 


Inquiries invited from: 


Cal., Colo., D. of C., Idaho, Ill., Ind., 
Iowa, Kan., Ky., Mich., Minn., Mo., 
Mont., Neb., N. C., N. D., Ohio, Okla., 
Ore., Tenn., Texas, So. Dak., Va., Wis., 
Wash., W. Va. and Wyoming. 


Great Northern Life 
INSURANCE COMPANY 
110 S. Dearborn St. 


CHICAGO 3 











Review Big Role Life Men 
Play in War Bond Sales 


(Continued from Page 12) 


as in installing payroll savings plans, 
Philip O. Works, Rochester general agent 
Penn Mutual Life, campaign co-chair- 
man, reported. Two life underwriters are 
on the permanent city war bond commit- 
tee. Rochester has been designated a 
Treasury City, 90% of all employes 
participating in payroll deduction plans. 
In addition to a weekly premium division 
there are 13 team captains with a total of 
about 100 men who have enrolled 800 
firms with 40,000 employes. The weekly 
premium division covers the smaller firms 
as most of them are located in outlying 
areas where the industrial men have 
debits. The average monthly payroll de- 
ductions in Rochester total around 
$2,000,000. 

Through the experience gained in de- 
veloping highly specialized war bond 
sales organizations, life associations are 
actually paving the way for greater com- 
munity service after the war, L. V. Drury, 
chairman Pennsylvania life underwriters 
war bond committee, pointed out. Al- 
though the prime function of underwriter 
associations may be rendering service 
within the industry, the post-war era 
offers a definite challenge for life men to 
serve in new roles by participating in the 
rehabilitation program. By taking an ac- 
tive interest in broad civic programs the 
life underwriters can render a real public 
service with their highly trained and 
efficient organizations, Mr. Drury empha- 
sized. 

Pennsylvania’s life insurance division 
sold $67,408,075 in bonds in the fifth war 
loan drive, as a result of its thorough or- 
ganization. Six vice-chairmen head vari- 
ous divisions and they in turn have re- 
gional and county chairmen under them. 
A. F. Haas, Mutual Life, Philadelphia, 
who has headed the eastern division will 
act as state sales director under Mr. 
Drury in the sixth war loan drive. Cer- 
tificates of merit were awarded by the 
Pennsylvania association to agents mak- 
ing 25 individual sales in the last drive 
while those making 50 sales received cer- 
tificates of distinction. 


Effective results in the fifth war loan in 
training war bond salesmen were ex- 
plained by A.C.F. Finkbeiner, immediate 
past president of the Pennsylvania asso- 
ciation. As it was not possible to train all 
the 30,000 workers, it was decided to con- 
centrate on team captains and to develop 
a sales track or brief sales talk for the 
individual workers. The regional chair- 
men organized teams of trainers made up 
of supervisory personnel and leading life 
agents. 

Nevin B. Mostoller, Metropolitan Life 
field supervisor in Philadelphia, drafted 
two outlines, one on training salesmen 
and another on “How to Sell a War 
Bond.” Under this program the results 
obtained far exceeded those in previous 
drives and “we demonstrated that we 
could organize for this activity on a state- 
wide basis bringing to the job capable 
trainers,’ Mr, Finkbiner pointed out. 

The development of the speakers’ pro- 
gram in Oklahoma was discussed by J. 
Hawley Wilson, Oklahoma City general 
agent Massachusetts Mutual. Short war 
talkies were of great assistance. The war 
bond participation was directly respon- 
sible for the organization of three new 
local associations in the state, he reported. 





Broaden Approach to 
Compensation Issue 


(Continued from Page 31) 


They are concerned about it because they 
are wondering what form of national 
supervision might come out of it, if any. 
In my opinion, if we do not ourselves cor- 
rect this trend of more and more com- 
panies issuing discriminatory policies, 
and in fact, eliminate it speedily, we will 
have national supervision and that might 
not be the end.” 

President Hedges said Mr. Leighton’s 
suggestions will be referred to the new 
committee on agent’s compensation. 


Resolution Urges 
Continuance of National 
Service Life Insurance 


A strongly worded resolution on Na- 
tional Service Life Insurance was 
adopted by the trustees and approved by 
the national council Tuesday, although 
with a few dissenting voices. It reads: 

“National Service Life Insurance has 
been of great benefit to the members of 
the armed forces and their families and, 
in conjunction with the life insurance 
already owned by them, builds a base of 
insurance protection and a morale of 
which America can be proud. 

“In World War II, as in World War I, 
the National Association of Life Under- 
writers, through its local associations, 
assisted the War and Navy Departments 
in promoting the procurement of National 
Service Life Insurance by the armed 
forces. 


“The members of the National Asso- 
ciation of Life Underwriters have con- 
stantly endeavored to assist service men 
and women with their National Service 
Life Insurance and the association by 
resolution has urged all members of our 
armed forces to take the full amount of 
ee Service Life Insurance avail- 
able. 


“Be It Resolved, That all life under- 





writers should make their services ayail- 
able to those discharged from the armed 
forces and should encourage them to con- 
tinue their National Service Life Insur- 
ance in force.” 





Miss Kuhn New Quarter- 
Million Round Table Head 


Some 75 attended the Women’s Quar- 
ter Million Dollar Round Table dinner at 
the Statler Tuesday evening. Miss Elsie 
M. Matthews, general agent of Manhat- 
tan Life, Montclair, N. J., the retiring 
chairman, presided. 

Miss Hermine R. Kuhn, Manhattan 
Life, New York, is the new chairman. 

The executive committee consists of 
E. C. Bush, Mutual Life, Baton Rouge, 
La.; Elizabeth Souerdike, New England 
Mutual, Detroit, and H. C. Herrmeyer, 
Penn Mutual, Minneapolis. 


Misses R. M. Kelly, Detroit, Matthews 
and Kuhn, all of Manhattan Life, were 
hostesses at a cocktail party preceding 
the dinner. At the last minute Miss Kelly 
was unable to attend due to sudden 
illness. V. W. Edmondson, assistant to 
the president; C. R. Corcoran, superin- 
tendent of agents, and James Ranni, gen- 
eral agent from New York, represented 
the home office. 








MONEY 


If you live too long. 


If you are disabled. 





| THE NEW INSURANCE 


Issued by the | 


ILLINOIS BANKERS LIFE 
ASSURANCE COMPANY | 


The Income Builder | 


1, We have a NEW PLAN to enable you to make | 
more money in these times. | 


2. ONE-TENTH THE SALES, through large first 
commissions and large renewal commissions, will 
return you TEN TIMES the earnings of the same 
volume of life insurance alone under our plan. 


3. IN ONE YEAR, you build as large a renewal in- 
come as you would in ten years writing the life 
insurance alone under our plan. 


4, This Insurance Pays All Ways: 


If you do not live long enough. 


If you have an emergency need for cash. 


ALL AT EXCEPTIONALLY LOW COST. 


HUGH D. HART | 
Vice-President and Director of Agencies 


ILLINOIS BANKERS LIFE 


ASSURANCE COMPANY 
MONMOUTH, ILLINOIS 


MAKER 
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N.A.L.U. to Set Up 
s s * s s 
Training Division 

Establishment of a department of edu- 
cation and training—with emphasis on 
training rather than education—at na- 
tional headquarters was authorized this 
week by the trustees of the National as- 
sociation. An appropriation of $15,000 
was made for the establishment of the 
department and a committee of associa- 
tion leaders already has been named to 
search for a man to head this department. 

In announcing this action at the na- 
tional council meeting, Clifford H. Orr, 
National Life of Vermont, Philadelphia, 
chairman of the committee on education, 
said that while training is primarily the 
job of management, most of the 253 com- 
panies represented in the National asso- 
ciation fall short of what should be done 
along this line, largely because of lack 
of proper personnel, and the chief hope 
must be found in the associations. 

He emphasized training in skills and 
techniques, rather than pure education, 
although he said such training might well 
bring about more interest in C.L.U. work. 
The need for such. training, he said, is 
evidenced by the fact that last year 50 to 
60% of the men in the business wrote less 
than $100,000 and 75% less than $150,000. 





Move to Eliminate All 


Part-Timers Is Launched 


(Continued from Page 28) 
ficulty in rerecruiting the established 
agent now serving with the armed forces 
but also in attracting new men into the 
business, the committee feels that the 
present time offers the best opportunity 
for the elimination of the part-time and 
marginal representative and that in the 
public interest our agency system should 
not continue to accept a slackening in our 
standards of qualification and business 
operation, but that the code instituted in 


pic should be strengthened, not weak- 
ened.” 

The committee urged the establishment 
of further recognized training courses as 
a step in promoting a higher standard of 
efficiency, as improperly written or ar- 
ranged life insurance reflects on the abil- 
ity of the business to serve the public. 





Research Bureau Makes 
Plans for Annual Meeting 


From the Sales Research Bureau there 
are John Marshall Holcombe, Jr., man- 
ager, L. W. S. Chapman, director of serv- 
ice, James E. Scholefield, the new editor 
of “Managers Magazine” and Richard 
D. Ford, consultant. 

The bureau group was in session all 
day Tuesday with the advisory commit- 
tee on the annual meeting headed by 
Wendell Hanselmann, Union Central. 
The meeting is scheduled for Nov. 14-16 
at the Edgewater Beach Hotel, Chicago, 
and it was decided that it will be held. 





Jones Host to Secretaries 

Wilfrid E. Jones, executive secretary 
of the N. A. L. U. is giving a luncheon 
Wednesday for the executive secretaries 
of state and local associations. Among 
those present are Joy Luidens, Chicago; 
Sally Campbell, Cleveland; Bette Ben- 
son, Detroit; Margaret Becker, Peoria 
and Illinois state; Paul Miller, Pennsyl- 
vania state. 





Johnson Rotary Speaker 

Holgar J. Johnson, president Institute 
of Life Insurance, is addressing the meet- 
ing of the Detroit Rotary Club Wed- 
nesday. 





Berkshire Dinner for Dore 

The Berkshire Life dinner Wednesday 
evening honors E. J. Dore, Detroit’ gen- 
eral agent and N.A.L.U. trustee. W. Ran- 
kin Furey, agency vice-president, is on 
hand from Pittsfield. 





YOU ARE JOHN AND GEORGE 10 US 


We all work together at the North American Life. 
All our officers started in the field and they know 
the producers’ problems from A to Z. We realize 
that close personal contact is vital in starting a new 
man on the right track and in keeping the experi- 
enced agent producing in top form. 


The North American Life’s 
surplus increased 25% in 
1943 .. . you can make real 
progress with this growing 


AGENCY OPENINGS IN 
N. J., Ga., Ohio, Ind., Mich., 
Ill., Kan., Wis., N. D., Neb., 
Calif., and Mo. 


company. 





Cc. G. ASHBROOK 
Vice Pres.-Supt. of Agencies 


North American Building, Chicago 3, Illinois 








OREGON MUTUAL LIFE INSURANCE COMPANY 


Portland, Oregon 


Office of the 
President 


September 13, 1944 








BUILDING 


Building a business or building a company is 
an extension of the principle of building men. 
The progress of the individual is a factor in the 
progress of the company he represents. With the 


Washington National it is a fundamental that 
promotions are mdde within the ranks. The men 
who carry the Washington National rate-book 
know that their success and advancement will be 
measured only by their ability and performance. 
There are no ceilings on progress in the Wash- 
ington National! 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


CHICAGO 
EXECUTIVE OFFICES: EVANSTON, ILLINOIS 








Dear "Yours Truly, Ed Graham": 


As you gather in convention today, we take this 
opportunity to recognize the fine job you've been 
doing all these years. And your job is getting 
bigger and more important with each passing day. 


That's why we unqualifiedly endorse your meeting 
in Detroit this week, during which you will con- 
sider constructively the new issues which confront 
you. 


What you plan for the future is bound to help all 
of us, and if Oregon Mutual Life Insurance Company 
can help you in any way to transport money from 
the place where it isn't needed to the place where 
it will be needed, please tell us so we can co— 
operate further with you. 


Sincerely yours 


W. C. Schuppel 


President 


(Signed) 
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FOR THE FIVE YEAR PERIOD— 


DEC. 31 DEC, 31 


1938 — 1943 


Our business in force increased.................. 40% 
Our new annual paid-for business increased........ 87% 
Our surplus and contingency reserves increased. ..... 55% 


AND 


For the First Six Months of 1944 
vs. 
The First Six Months of 1943 


Our new paid-for business is up.................. 34% 
Our increase of insurance in force is up............ 97% 


Such continuous and growing achievements 
can only be accomplished by a progressive 
and happy agency organization. 


THE LAFAYETTE LIFE 
INSURANCE COMPANY 


lafayette Life Building 
LAFAYETTE, INDIANA 


RANDALL G. YEAGER 
Supt. of Agencies 


F. L. ALEXANDER 
President 














Our Expansion Program 


has created 


SOME UNUSUAL 


AGENCY OPPORTUNITIES 


CALIFORNIA 
ARIZONA, COLORADO 
KANSAS, MISSOURI 
OKLAHOMA, NEBRASKA 
MINNESOTA, MONTANA 
IOWA, WYOMING 
NORTH & SOUTH DAKOTA 


Considering Development of Texas 


New Business Volume is up at 


NATIONAL RESERVE LIFE 
INSURANCE COMPANY 


Topeka, Kansas 
and 
POLICYHOLDERS’ NATIONAL 
LIFE INSURANCE COMPANY 
South Dakota 
ASSOCIATED COMPANIES 
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Membership at All-Time 
High, Hedges Reports 
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the average yearly income. “We urge you 
to strengthen to the maximum of your 
capacity that cushion against future eco- 
nomic adversity,,’ Mr. Hedges declared. 

Characterizing the life companies’ $39 
billion in assets as a “huge reservoir of 
economic freedom,” Mr. Hedges pointed 
out that $10 billion of this sum has been 
invested in war bonds since Pearl 
Harbor. 

Life insurance has played a vital part 
in combating the powerful inflationary 
surge. Today 77 cents out of every dollar 
invested in life insurance is finding its 
way into the government’s vast war pro- 
gram. 

Educational Work Stressed 

The National association has redoubled 
its efforts in educational work, Mr. 
Hedges reported. “We believe that, if the 
public understands what life insurance is 
and can do for them, they have sufficient 
power to exercise control over both pri- 
vate and government initiative to ensure 
that problems confronting our business 
are solved in the common interest.” 

Through its committee on law and 
legislation the National association has 
maintained a vigilant guard and is ever 
alert to protect the interests of policy- 
holders and the business, “We shall ask 
for no favors, we shall expect no conces- 
sions. We shall be clear, specific and un- 
compromising in our endeavor to hon- 
estly interpret the interests of our busi- 
ness and our policyholders,” he asserted. 


Recognizes Need for Improvement 

The National association is ever con- 
scious of the need for improvement in 
our methods for recruiting, training and 
developing qualified and competent man- 
power. “We recognize the desirability 
and need for improving the financial sta- 
bility of career underwriters. We are 
facing the necessity for strengthening 
our codes of agency practices and busi- 
ness standards.” 

Next year the National association will 
undertake an ambitious program to im- 
prove selling techniques and raises stand- 
ards in serving the public, Mr. Hedges 
reported. 

Much progress has been made in an 
industry-wide approach to the vital prob- 
lems that confront the business. Mr. 
Hedges expresses appreciation to com- 
pany representatives who “sat down with 
us in an attempt to agree upon a position 
to be taken on each particular matter.” 
Company men have been cooperative and 
even when they have not seen eye to eye 
on some problems there has been no in- 
clination to domination or control the 
discussions, 


New Problems Ahead 
Mr. Hedges warned against fanciful 
thinking that the problems confronting 
life insurance will automatically disap- 
pear when peace comes. “From the gal- 
loping surge of war to the slower tempo 


—, 


of peace there will be those who would 
pollute our philosophy of life and under 
the veil of social progress destroy those 
virtues. Our people have the character 
to face their responsibilities and the com. 
mon sense to accept the challenge to meet 
them. Let us not be swayed by the prod. 
dings of political pundits. Let us not be 
confused by devious thinking. Let us dis. 
criminate between issues and let us re. 
dedicate ourselves to the institution of 
life insurance—the bulwark of the Ameri. 
can system of free enterprise.” 





Hung to Talk Before 
Council Thursday Afternoon 


Jul Baumann, chairman of the pro- 
gram committee, announced at the na- 
tional council meeting an added feature 
for the election meeting of the council 
Thursday afternoon in the form of a talk 
by Robert Hung of Hawaii, who is ex. 
pected to have an especially interesting 
story to tell. 


Equitable Life of Iowa 
Has 150 in Detroit 


Equitable Life of Iowa held a luncheon 
on Tuesday and will hold a dinner Wed- 
nesday evening for 150. The home office 
contingent is headed by President F. W. 
Hubbell and includes R. E. Fuller, agency 
vice-president; A. Scott Anderson, 
agency secretary; P. C. Irwin, actuary; 
E, E. Smith and E. E. Cooper, assistant 
agency vice-presidents. 





Ernest Owen Sees Old Friends 

Ernest W. Owen, former Detroit 
manager of Sun Life, who was for years 
a leader in N.A.L.U. affairs and was 
secretary for several years, is fraternizing 
with old friends. He is now serving as 
vice consul in charge of public relations 
for the British government. 





35 in Los Angeles Group 

The Los Angeles delegation numbers 
35. Among the group are W. M. Rothaer- 
mel, vice-president of Pacific Mutual Life, 
and Verne Jenkins, vice-president of Oc- 
cidental Life. Robert A. Brown, Pacific 
Mutual, former Million Dollar round 
table chairman, is on hand for his first 
meeting in five years. He is wreathed 
in smiles, as the day before he left he 
closed a $500,000 case. 





Banks Ends Army Service 

Friends of Maj. Rene P. Banks, who 
before entering the Army was general 
agent at Cleveland for Penn Mutual Life, 
report that he is now back in civilian life. 





Illinois Well Represented 


Over 10 are here from Peoria to heat 
their fellow townsman, Lester 0. 
Schriver, Aetna Life, speak at the fellow- 
ship hour. Miss Margaret Becker, execu- 
tive secretary of the Illinois and Peoria 
association, reports that 10 or 12 of the 
downstate Illinois locals are represented. 





under way, but in 


2988 EAST GRAND BLVD. 





Welcome to the WOLVERINE STATE 
e 


When The National Association of Life Underwriters held its last 
annual convention in Detroit in 1928, Michigan Life was just getting 
those 16 years both your organization and 
Michigan Life have gone far on the road of progress. 

It is particularly appropriate that our company, bearing the name 
of one of the great states of the union, welcomes you to Detroit and 
the Wolverine state. We hope that you will visit us at our home 
office on East Grand Boulevard so we can greet you in person. 


MICHIGAN LIFE 
INSURANCE COMPANY 


Life-Accident-Health-Hospital I-N-S-U-R-A-N-C-E 


~ DETROIT 
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to the National Association 
of Life Underwriters... 


Annual meeting time makes it especially appropriate for us to 
extend our congratulations to all members of the N. A. L. U.— 
congratulations on a job well done during the past year—con- 
gratulations on a gratifying increase in membership. The work 
you have done in selling war bonds and helping your fellow man 
plan for his future in these uncertain times merits the highest 


praise. 


| A Jt7PERSOM STANDARD FOKY 
f GECLARATION OF INDEBE iF 
es _FOR: FORTHE FAMILY —_ = 





JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


Julian Price, President Greensboro, N.C. 
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_., are extended to all of you of the 
National Association of Lite Underwriters 
who have co-operated SO loyally and 
effectively with Herbert A. Hedges 
throughout the period of his presidency 


of the Association. 


Yours is the right to review your 
achievements of the past with pride and 
satisfaction... Yours is the right, both as 
individuals and as an Association, to face 
your opportunities and obligations of the 


future with confidence and enthusiasm. 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 


Home Office ee 1867 © Des Moines 






































